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COMPREHENSIVE 
TESTING SERVICES ll 


Enercon performs comprehensive testing on 1 00% of our custom engineered and manufactured 
controls and switchgear prior to shipment. In addition to offering customer witness testing, our 
factory test center enables us to perform a full range of other tests on all Enercon products, 
customer provided engines, and engine-generator sets. These tests can be conducted in our safe, 
environmentally controlled facility for their performance, fuel consumption, vibration and 
paralleling and system testing with switchgear. 
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ARE DIESEL 

COSTS 

SQUEEZING 

YOUR 

PROFITS? 

If your diesel engines are in continuous 
or peak shaving operation, GTI Bi-Fuel® 
delivers the power to reduce your fuel costs — 
substantially. 

This patented system draws low-pressure, 
clean burning, natural gas into the engine, 
substituting it for a large portion of the diesel 
fuel, lowering costs, and reducing the need to 
haul diesel fuel to the site. 

Proven in thousands of installations, GTI Bi- 
Fuel® is an easy retrofit requiring no engine 
modification. 

Find out more about the benefits of GTI B^® 
Fuel® at www.gti-altronic.com. 
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GTI Bi-Fuel ® — A Product 
of the HOERBIGER Group 


EVENTS CALENDAR 


Conferences 

EGSA 2015 Spring Conference 

March 22-24, 2015; Jacksonville, FL 

Join us as we kick off EGSAs 50th Anniversary celebration at the 
Annual Spring Conference. The Spring Conference features educa- 
tional sessions on a broad range of issues impacting today’s On-Site 
Power industry More information will be available at www.EGSA. 
org or by calling (561) 750-5575. 

EGSA 2015 Fall Conference 

September 13-15, 2015; Denver, CO 

EGSAs Annual Fall Conference features educational sessions on a 
broad range of issues impacting today’s On-Site Power industry. 
More information will be available at www.EGSA.org or by calling 
(561) 750-5575. 


EGSA 2015 George Rowley Schools of 
On-Site Power Generation 

The most complete overview of an On-Site Power Generation Sys- 
tem available. Gain valuable Continuing Education Units (CEUs) 
by applying today! For information, visit www.EGSA.org or call 
(561) 750-5575. 

Basic Schools 

February 10-12 Scottsdale, AZ 

June 2-4 Charleston, SC 

August 11-13 Minneapolis, MN 

December 7-9 Las Vegas, NV* 

*To be held concurrently with POWER-GEN International 2015 
Advanced Schools 

April 20-23 Austin, TX 

July 13-16 Atlanta, GA 

October 19-22 Salt Lake City, UT 

Industry Trade Shows 

POWER-GEN International 2015 

December 8-10, 2015; Las Vegas, NV 

The world’s largest show for power generation, featuring the EGSA 
On-Site Power Pavilion. For exhibit information, contact EGSA at 
(561) 750-5575, ext 205 or e-mail Jalane Kellough at J.Kellough@ 
EGSA.org. 
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We keep you 
in control 


When it comes to power generation 
and industrial engine control 
ComAp is the recognized name for: 

Advanced controller technology that 
makes the complex simple 

Outstanding quality and reliability 
Innovation and flexibility 
Exceptional value 

Worldwide availability through our 
distribution network 




ComAp 


THERE’S A COMAP SOLUTION 
FOR EVERY APPLICATION 


Visit the ComAp website: 

www.comap.cz 
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FROM THE TOP 



Staying Focused on EGSA 

How the Strategic Long Range Plan 
Continues to Shape EGSA's Future 


Vaughn Beasley 
2014 EGSA President 
Vaughn Beasley 
@ Ring Power.com 


BENEFITS OF STRATEGIC 

PLANNING INCLUDE: 

• Providing a basis for 
detailed planning in the 
organization; 

• The Plan serves as 
a benchmark for 
the activities of our 
organization; 

• Provides the framework 
for decision-making 

• Enables us to have 
performance metrics; and 

• The driving force to 
improve member 
satisfaction. 


A s most EGSA Members are aware, last year, the 
Board of Directors determined that the respon- 
sibility for updating our Strategic Long Range Plan 
(SLRP, or the Plan) should be transitioned to our 
EGSA Executive Committee. The Executive Com- 
mittee is made up of the EGSA Officers, which in- 
clude our current Past-President, President, Presi- 
dent-Elect, Vice President, Secretary-Treasurer and 
the EGSA Executive Director. There were several 
reasons for making this transition, but the driving 
force behind the change was to provide continu- 
ity for the Plan, as well as to 
institute a formal process for 
updating it annually. 

In July of this year, Deb, 
Jalane, Ed, Bob, Charlie and I 
set out to review and update 
the Plan. We have just recent- 
ly, in the last few weeks, com- 
pleted the update for 2014. 

Our key objectives were 
to update the strategic goals 
and establish new ones as the 
others are achieved. We began 
with a SWOT analysis review 
(our strengths, weaknesses, 
opportunities and threats). 
During this phase, we omit- 
ted any threat that was no 
longer a threat, reviewed our 
current strengths, opportuni- 
ties and weaknesses. We also 
preformed a “deep dive” of 
our goals, examined the key measures and the de- 
liverables. Finally, we reviewed whether EGSA met 
the goals we set forth in the last update. 

Prior to our Fall Conference in September, I 
tasked each of our 10 Committee Chairs to review 
and update their respective committee initiatives. 
Once the Board received this feedback, the Plan 
had undergone a complete update. 

Historically, EGSA has participated in sev- 
eral long range planning activities in the last 50 
years, but this year marks a turning point in for- 
malizing the updates on a schedule that works 
with the Executive Committee roles seamlessly. 


The last incarnation of the SLRP was produced 
3 years ago, in 201 1. Fortunately for our Executive 
Committee, Deb Laurents had participated in that 
prior update (as she was the Chair of the Working 
Group at that time). Deb facilitated the Plan update 
for 2014 and she was an extremely helpful guide 
and resource, educating each of us on the process. 
That firm foundation that Deb provided will be 
passed on moving forward, as each Executive Com- 
mittee Member will participate in 5 updates during 
the transition from year to year that occurs on the 
EGSA Board at that level. 

The intent, at the time of the development of the 
2011 Plan, was that the SRLP would be a 5-year 
Strategic Plan. However, the long term benefits 
were soon realized and it was decided that in order 
for the Plan to remain evergreen and serve as a per- 
petual roadmap for EGSA to follow, that it should 
be updated annually. 

EGSAs SWOT analysis will definitely change 
over time. Things that were relevant 4 years ago, 
may not be so important tomorrow. It is up to our 
future leaders in the Association to review and up- 
date the Plan, putting their own touches and stamp 
of approval to the document. I am confident that 
by using the vision and guiding principle embed- 
ded in the process that each opportunity will be 
captured and every challenge we place upon our- 
selves will be met. 

Providing our Members with value is at the 
forefront of everything we do. The Strategic Long 
Range Plan update is one way EGSA leadership can 
continue to seek and strive for innovative ways to 
bring value. It is also demonstrative of the level of 
commitment we have in building a great legacy for 
this Association. 

On the subject of legacy, as of January 1, 2015, 
I will be heading into my first year as Past-Pres- 
ident. I have enjoyed being a part of this great 
organization for more than 25 years, but 2014 has 
been exceptional! Serving you as President is defi- 
nitely a highlight in both my personal and pro- 
fessional career. I wanted to take the opportunity 
to thank you, our valued members, for your con- 
tinued support of EGSA and the industry. If you 
have thoughts or ideas on how we can improve, 
please drop us a line at e-mail@egsa.org. ■ 
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EDUCATION 



Michael Pope 
EGSA Director 
of Education 
m.pope@EGSA.org 


"What do you want to be 
when you grow up?" 


I was twelve and my parents were thinking about 
my future education when they asked me this 
question. Like most kids of that age, thinking for- 
ward usually meant considering that afternoon’s 
activities. Imagining myself at 18 and beyond was 
not a concept I was capable of grasping. 

It is an unfortunate fact that that one of the 
most important life decisions a person has to 
make is when they are least equipped to make it. 
They just don’t know what they don’t know. . . 

Even in the late teens, many young adults have 
no idea what their career path is going to look like. 
How many of us decided, for example, that the on- 
site power generation industry was the one for us? 

Parents recognize the certain traits and skills 
that become apparent in their children as they 
develop into young adults: the ability to study at 
school, competitiveness, perseverance, analytical 
ability, mechanical understanding, artistic ability, 
intelligence, etc. 

As parents, we naturally want the best for our 
children and the perception is that a successful 
career starts with a college education. We may 
be more concerned about guiding our children 
towards college and a prestigious career than a 
direction that might be indicated by the child’s 
temperament and natural abilities. With the best 
of intentions a college path is chosen, and as many 
of us know, it is the start of a serious commitment. 
The current cost is roughly $30,000 per year at 
private colleges, $9,000 for state residents at pub- 
lic colleges and $22,000 for out of state residents 
at public colleges. Add another $9,500 for housing 
and meals and about $1,200 for books and school 
supplies (figures from collegedata.com). Financial 
aid may be available but the chances are that there 
will be considerable debt at graduation day, reduc- 
ing the net earnings of the graduate. According 
to consumerhnance.gov, student loans comprise 
the second largest form of consumer debt, behind 
home mortgages. As of March, 2013, there was 
$999 billion outstanding! 

The majority of students have a great college 
experience, graduate and go on to a successful 
and rewarding career. Success at the college level 


can certainly be rewarding; Harvard Law School 
alumni earn an average of $201, 000/year by the 
midpoint of their careers according to PayScale 
and reported by WSJ 10/22/14. However, a serious 
issue is the potential for some students to become 
committed to a particular career path, usually be- 
fore experiencing what is actually involved on a 
day-to-day basis. Then the sad discovery that it is 
not the way they want to spend at least one third 
of their lives for the next forty years. 

Many college students find themselves in a dif- 
ficult learning environment, at which they risk 
failure, dropping out, failure to graduate or barely 
scrape through the program with passing grades. 

So where is all this leading? The avoidance of a 
decision about career paths that might put a young 
person in an unsatisfying career. The round peg 
in a square hole. In particular, the desire to send 
young adults to college, regardless of their natural 
abilities and comfort level. Despite the best of in- 
tentions. 

If our young adult has an innate artistic or 
mechanical inclination, for example, but not the 
ability to seriously study the subject, would it not 
make more sense to guide them towards a voca- 
tional or technical college than a university? 

For those with an interest in things mechani- 
cal and electrical, there are great opportunities in 
the on-site power generation industry. Generator 
set technicians are in high demand and are well 
rewarded. According to one of our Distributor/ 
Dealer members, EGSA Certified Technicians can 
earn $100,000 - $125,000, with overtime, per year 
with great health and dental plans, other benefits 
and a high level of job security. And no college 
loans to pay off! I hear that welders can make 
$75,000 - $100,000 per year. 

Just to be clear, I am not advocating a particu- 
lar educational path; just the critical importance 
of identifying the areas of ability and activities 
that seem to interest our young people and giv- 
ing guidance to help them End a career path that 
they will find rewarding. (. . .such as on-site power 
generation.) ■ 
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All the capabilities you want... 
and some you may not have considered! 



Custom Designed and Built 
Power Control Systems 

With mission-critical data and life safety at stake, why would you try to 
make do with a standard catalog power control system? Why would 
you settle for a less than optimal solution? 

Don’t compromise. Insist on a powerful, flexible, fully-integrated 
Russelectric Power Control System... custom-designed and built 
with your specific needs and wants in mind. Russelectric will custom 
tailor a power control system that not only provides all the operating, 
monitoring, and reporting capabilities you want, but one that is intuitive 
and easy to use because it is based on your way of doing things. And 
because Russelectric specializes in custom systems, we can often 
suggest features and capabilities you never even considered. 

1-800-225-5250 russelectric.com 

An Employee-Owned Company / An Equal Opportunity Employer 


Power Control People You Can Rely On 




Herb Whittall 
EGSA Technical Advisor 
HWhittall@comcast.net 


CODES & STANDARDS 


Codes & Standards 


A nother successful EGSA Conference was held 
in San Diego in September. The venue was 
wonderful and the Codes & Standards Surveillance 
Committee meeting was interesting and informa- 
tive, as usual. 

George Langton of UL went through the ANSI 
Standards development procedures, including 
the need for balanced members of the consensus- 
making bodies, Brad Affeldt of Intertek (ETL) 
discussed what OSHA and the NRTL require 
when issuing standards. There was also discus- 
sion concerning the harmonization of standards 
between countries, including CSA and UL for our 
neighbors to the North and CANENA for Mexico, 
Canada and the USA. Later the various working 
groups reported on their progress. 

The Silencer Group has completed their work 
on the Guide for Rating Generator Exhaust Si- 
lencers. This document has been approved by the 
Board of Directors and is on the EGSA website. 

Unfortunately, the working group for Digital 
Paralleling could not come to a consensus and 
that project has been dropped. The group led by 
Trish Levere of The VMC Group is putting togeth- 
er a list of components that they hope will be ap- 
proved by California’s Office of Statewide Health 
Planning and Development (OSHPD) that can be 
exchanged on a generator set without the set hav- 
ing to be retested on a shake table. The UL 2200 
Working Group, led by Steve Sappington of Cat- 
erpillar, continues its work to keep the standard 
current. They are working on the following items 
- Fuel Hoses, Protection of Conductors and En- 
closures - and if you are interested please contact 
Steve directly at Sappington_Steven_R@cat.com. 

One of the presentations during the general 
session concerned the probable grid failure in 
case a large solar flare struck the North American 
continent and the lack of necessary hardening of 
High Voltage transformers by the North American 
utilities. 

The speaker, Frank J. Gaffney Jr. is CEO of the 
Center for Security Policy and that organization 
has published a book titled Guilty Knowledge - 


what the US Government Knows about Vulner- 
ability of the Electric grid, but refuses to fix. I 
understand the book can be obtained from their 
website - www.securefreedom.org. 

We had a first at the Conference in my more 
than 20 years. Nobody left the final presentation 
on Tuesday by Rayola Dougher of the American 
Petroleum Institute once she started to present. 
Not even during the question and answer period 
at the end. She was terrific. 

On October 8 -10, the ISO TC 70 held its 
meeting in the USA at San Antonio, TX. This was 
the first meeting in the US in at least 20 years. 
TC 70 is the Technical Committee that writes the 
International Standards for Generator Set Engines 
and Generator Sets. I attended and presented 
to the Committee the final version of the EGSA 
Guide for Rating Generator Exhaust Silencers 
for their use in the future. I also presented the 
VMC Group Approval Standard for Special Seis- 
mic Certification. These were given to the Secre- 
tariat of TC 70. I was surprised to End that the 
portion of the TC 70 I really needed to attend 
and did attend was not ISO 8178, but instead a 
session discussing the Technical Changes to DIS 
ISO 8528 Part 8 and a new Part 13. ISO 8528 is 
the ISO Generator Set standard. Part 8 used to 
contain design and safety considerations. In the 
recent rewrite Section 8 now only contains design 
considerations and the new Part 13 has the safety 
considerations. When I arrived at the meeting, I 
was surprised to End that only 8 people were in 
attendance and I was one of only two Americans. 
There were three from Honda (one from Belgium, 
one from Japan and one from the USA) ; one from 
Yamaha Japan, one from FPT (Italy), the Secretary 
from AFNOR (France) and the Chairman from 
SDMO (France). ISO 8528 part 13 is essentially 
the World equivalent of UL 2200 and UL 2201. 
However, there was no effort to integrate them in 
any way. In ISO 8528 part 13 there are provisions 
for low power generator sets (10 kW 50 Hz and 
12 kW 60 Hz) and high power anything larger. So 
low power sets do not correspond to UL 2201. I 

Continued on page 35 
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Precision serial production and metal fabrication. 



Proven leak proof certified tanks and reservoirs. 
Frames and trailers. 



EVERY TIME. 

Responsiveness, 

Application Solutions, 

Manufacturing Expertise. 

Reliable delivery and total quality are the 
benchmarks of United Alloy, along with the ability 
to work in concert with our customers. Consistent 
technical innovation, strict process control and a 
trusted reputation for quality help UAI transcend the 
role of a supplier, becoming an integrated partner 
to world class OEMs. We are constantly working 
to expand our abilities beyond fabrication, 
adding the new capabilities customers need most. 
We invite you to join the industry leaders 
who work with UAI to bring extra profitably 
to their bottom line. 



UNITED ALLOY, INC. 

engineered smart, built strong. 


4100 Kennedy Road, Janesville, Wl 53545 
(608)758-4717 • Fax: (608)758-1272 • www.unitedalloy.com 
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Basler Electric* 


Our Complete Generator Control and Protection Products 
are the Simple Solution for Your Generator Applications 



With more than 70 years of experience, Basler’s total system for generator 
control and protection is the simple solution that features the 
reliability and performance you have come to expect. 
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Visit us at POWER-GEN Booth 2909 for Product Presentations 
or learn more at www.basler.com/BE/11PLCGC 


World Headquarters 
Highland, Illinois, USA 
Tel: +618 654 2341 
info@basler.com 


Wasselonne, France 
Tel: +33 3 88 87 1010 
franceinfo@basler.com 


Suzhou, PR, China 
Tel: +86 512 8227 2888 
chinainfo@basler.com 


Singapore 
Tel: +65 6844 6445 
singaporeinfo@basler.com 





2014 EGSA Power Generation 


Market Pulse Survey 


By Christopher Nagle , Dresser-Rand 

Report Objective 

The EGSA Market Trends Commit- 
tee annually (every August) surveys the 
EGSA Membership on how their busi- 
ness is performing and their power gen- 
eration market opinions. 

Survey results are intended to pro- 
vide Member companies with a “pulse” 
or sense of the on site power industry 
at large and an opportunity to com- 
pare their impressions with other EGSA 
Member companies. Survey results are 
neither designed nor intended to include 
or provide price sensitive or competitive 
data. 

Survey Methodology 

An email invitation to participate was 
sent to more than 2,000 primary and 
secondary contacts at EGSA Member 
companies for whom email addresses 
are on file. As an incentive to partici- 
pate, EGSA offered those who completed 
the survey a chance to win a $200 gift 
card. The winner was chosen by random 
drawing from those EGSA Members who 
completed the survey and included con- 
tact information. 

Survey Results And Conclusions 

A copy of each question along with a 
chart or graph illustrating the distribu- 
tion of responses may be found in the 
pages following. Pertinent comments 
and Committee observations concerning 
each question’s results also are included. 

The 62 survey respondents repre- 
sented a wide cross section of the EGSA 
Membership. Survey responses dis- 
played a good distribution of the data. 
For purposes of reference and without 
comment, data from the 2014 survey is 
represented by red colored bars on the 
charts. Question 10 was not included in 
the 2013 survey so there is no compara- 
tive data. 


The Committee Noted A Number 

Of Conclusions From The Survey, 

Including: 

• EGSA Members expect the 2014 pow- 
er generation market to finish above 
2013 levels. Forty-six (46) of 62 re- 
spondents or 74% reported growth 
in 2014 year-to-date power genera- 
tion related sales over 2013; Twelve 
(12) respondents or 20% indicated 
relatively flat sales in 2014 year-to- 
date; and three (3) respondents (5%) 
indicated sales in 2014 have declined 
from 2013 levels. 

• Fifty-eight (58) of 62 respondents or 
95% anticipate growth in 2015 power 
generation related sales compared to 
2014; an additional three (3) respon- 
dents (5%) anticipate relatively flat 
sales and zero respondents forecast- 
ing declining sales. 

• Employee staffing levels over the past 
6 months reflect a stable or growing 
market amongst EGSA Member com- 
panies. Thirty-two (32) respondents 
(52%) reported increases in staffing 
levels over the past 6 months; (48%) 
reported relatively flat employee 
growth; zero respondents indicated 
employee reductions. 

• Twenty-three (23) of 62 respondents 
or (38%) anticipated employee staff- 
ing levels to remain relatively flat 
to plus/minus 3% over the next 12 
months. Thirty-four (34) of 62 re- 
spondents or (56%) are anticipating 
increases in employee staffing level in 
the range of 4-20%. 

• Key market segments for EGSA Mem- 
bers participating in the survey as re- 
flected by those with a high percent- 
age of importance ranking of 1, 2, 3, 
4 included: Other Commercial Facili- 
ties, Healthcare, Data Centers and Oil 
and Gas. The main difference from 
the 2013 results is that Military/Gov- 
ernment segment was displaced by 
Oil and Gas. 


The Market Trends Committee 

Chaired by Kyle Tingle of John Deere 
Power Systems, the Market Trends Com- 
mittee provides EGSA with a forum in 
which market trends and other market 
data closely related to the power gen- 
eration industry may be discussed in a 
way that benefits the Association and its 
members. 

Beyond discussion, the Committee 
has the responsibility and ability to de- 
velop and make recommendations to the 
Board of Directors regarding programs 
and methods for the compilation of statis- 
tical information. The Committee focuses 
on complete power generation packages 
as well as component level trends to en- 
hance the Association’s market knowl- 
edge of trade, product sales, growth rate, 
emerging technologies, economic trends, 
market forecasts and other statistical data 
in an effort to assist Association members 
in accomplishing their objectives. 

The Committee recently offered all 
EGSA Members an opportunity to partici- 
pate in the 2014 Power Generation Market 
Survey to gauge members’ impressions 
concerning current business conditions 
relating to the genset industry. As a cour- 
tesy to our members, EGSA has produced 
this summary of the survey results. For 
more information about the survey or the 
Market Trends Committee, contact Kyle 
Tingle at TingleKyleJ@johndeere.com. 

EGSA does not require any respondent 
to provide proof of income, sales volume 
or company size via supporting data or 
third party verification. 

EGSA makes no claims regarding the 
statistical accuracy of the survey’s results 
as they relate to current or future real 
world economic conditions. EGSA makes 
no claims or recommendations concerning 
the use of this survey’s results for market- 
ing or sales projections. As designed and 
conducted, this survey is strictly intended 
to gauge impressions concerning company 
performance as well as current and short 
term future market conditions across the 
entire range of EGSA membership. 
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• The outlook for 2015 includes a continued shift towards a greater percentage of sales attributed to Tier 4 product. While 37% of 
respondents reported 2014 sales of Tier 4 (Interim or Final) product to account for at least 10% power generation business year- 
to-date, this figure increases to 45% of respondents expecting Tier 4 to account for at least 10% of 2015 power generation sales. 

• Gaseous fuel applications as a percentage of respondent’s sales results were relatively similar to last year’s survey. In total 37 of 
54 respondents (69%) mentioned that gaseous fueled applications account for at least 10% of their 2014 sales compared to 66% 
in 2013. 71% of respondents mentioned that it is anticipated that gaseous fueled applications will account for at least 10% of 
their sales in 2015 as opposed to 66% in reported in last year’s survey. 


1 . Which of the following best describes your company type? 
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Categories 

Comments 

Consultant / Engineer 
Distributor / Dealer 
Manufacturer / OEM 
Manufacturer’s Rep 
Other 

2014 Fifty-three (53) of 62 survey 
respondents (85%) were represented as 
Distributor/Dealer or Manufacturer/OEM 
companies. 

2013 Fifty-seven (57) of 70 survey 
respondents (81%) were represented as 
Distributor/Dealer or Manufacturer/OEM 
companies. 


2 . Which of the following best describes your position? 


Categories 

Comments 

Owner 
Executive 
General Manager 
Sales 

Marketing 
Operations & 
Manufacturing 

2014 22 of 62 respondents (35%) were in 
executive management positions. 

1 6 of 62 respondents (26%) were in a sales 
related position. 

4 of 62 respondents (6%) were in 
marketing. 

2013 28 of 68 respondents (41%) were in 

Engineering 

executive management positions. 

Product Management 

1 9 of 68 respondents (28%) were in a sales 

Service / 

related position. 

Product Support 

4 of 68 respondents (6%) were in 

Other 

marketing. 
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MARKET PULSE SURVEY 


3. W hat were your estimated power generation related sales in 2013 ? 
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Ranges 

Comments 

Less than $4 million 
$5 to $10 million 
$11 to $20 million 
$21 to $30 million 
$31 to $60 million 
$61 to $100 million 
$101 to $500 million 
Greater than $500 million 

2014 Forty-three percent (43%) of 
respondents reported they had less than 
$10 million in power generation related 
sales in 2013 with 30% of the total reporting 
in the "Less than $4 million" category 
compared to 24% in last year's survey. 

2013 Forty-seven percent (47%) of 
respondents reported they had less than 
$10 million in power generation related 
sales in 2012 with 24% of the total reporting 
in the "Less than $4 million" category 
compared to 33% in 201 2's survey. 


4. Which of the following best describes your company’s anticipated 
2014 power generation related sales growth (or decline) over 2013? 


Ranges 


Comments 


Greater than 51% 

31% to 50% 

21% to 30% 

11% to 20% 

4% to 10% 

+/- 3% (Relatively flat) 
-4% to -10% 

-11% to -20% 

-21% to -30% 

-31% to -50% 

-51% or more 


201 4 A total of 46 of 62 respondents (74%) 
reported growth in 201 4 year-to-date power 
generation related sales over 2013. 

A total of 1 2 respondents (20%) reported 
relatively flat sales in 201 4 year-to-date in 
comparison to 2013. 

Three (3) of 62 respondents (5%) indicated 
sales in 2014 have declined from 2013 
levels. 

1 5% more respondents reported growth 
(4% or greater), shifting to sales growth for 
current year. 

201 3 A total of 39 of 66 respondents (59%) 
reported growth in 201 3 year-to-date power 
generation related sales over 2012. 

A total of 1 7 respondents (26%) reported 
relatively flat sales in 201 3 year-to-date in 
comparison to 2012. 


Ten (10) of 66 respondents (15%) indicated 
sales in 2013 have declined from 2012 
levels. 


10% less respondents reported growth (4% 
or greater), shifting down to flat or declining 
sales for current year. 
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Can you imagine a world without power? 

We can't either. 






Get unstoppable power with 
John Deere generator drive engines 

When you can't afford the power to be off — you can rely on John Deere 
generator drive engines for standby and prime power. John Deere makes 
sure everything, including your critical applications, stay on. 

The more you count on power, the more you need a John Deere 
generator drive engine. 



JohnDeere.com 


5. Which of the following best describes your company's anticipated 
2015 power generation related sales growth (or decline) over 2014? 
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Ranges 

Comments 

Greater than 51% 
31% to 50% 

201 4 A total of 58 respondents (95%) 
anticipate growth in 2015 sales levels. 

21% to 30% 

11% to 20% 

4% to 10% 

+/- 3% (Relatively flat) 
-4% to -10% 

-11% to -20% 

-21% to -30% 

-31% to -50% 

-51% or more 

A total of 3 respondents (5%) anticipate 
relatively flat sales in 201 5 in comparison 
to 2014. 

0 respondents anticipate negative sales in 
2015. 

Overall there is optimism surrounding 
the outlook for the upcoming year as 
compared to a year ago. 

2013 A total of 45 respondents (68%) 
anticipated growth in 2014 sales levels. 


A total of 19 respondents (29%) anticipated 
relatively flat sales in 201 4 in comparison 
to 2013. 


Only 2 respondents anticipated negative 
sales in 2014. 


Overall there was less optimism 
surrounding the outlook for the upcoming 
year as compared to the previous year. 


6 . Which of the following best describes your company’s employee growth 
(or reduction) in the past 6 months? 
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Ranges 

Comments 

■ E-iipk-r'-a P sal 
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Greater than 51% 

31% to 50% 

21% to 30% 

11% to 20% 

4% to 10% 

+/- 3% (Relatively flat) 
-4% to -10% 

-11% to -20% 

-21% to -30% 

-31% to -50% 

-51% or more 

2014 Thirty-Two (32) of 62 respondents 
(52%) reported employee increases with 29 
of 62 (48%) reporting relatively flat employee 
growth over the past 6 months. 

Zero (0) of the 62 respondents reported 
employee reductions. 

■ f mpj* P t+ - 
tifoffths «j»li 

2013 Twenty-nine (29) of 66 respondents 
(44%) reported employee increases with 31 
of 66 (47%) reporting relatively flat employee 
growth over the past 6 months. 

Six (6) of the 66 respondents (9%) reported 
employee reductions. 
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HILCO 


www.hilliardcorp,cem 



STRONGER + QUIETER = MIRATECH 


MIRATECH and Phillips & Temro Industries' silencing 
business have formed the new MIRATECH. Now our product 
offering includes silencers from EM Products anti Cowl 
□rands. All backed by the name you've come to trust in 
emissions control systems, MIRATECH, 


miRRtecH + em 

products® 


BRAND 


ENGINEERED TO PERFORM™ 

800-640-3141 | MIRATECHCORP.COM 


EMISSIONS CATALYSTS • HOUSINGS • SILENCERS • S 



SERVICE • TRAINING • TURNKEY 
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MARKET PULSE SURVEY 


7 . Which of the following best describes your company’s employee growth 
(or reduction ) in the next 12 months? 


Ranges 


Comments 


Greater than 51% 

31% to 50% 

21% to 30% 

11% to 20% 

4% to 10% 

+/- 3% (Relatively flat) 


2014 Twenty-Three (23) of 62 respondents 
(38%) anticipated employee staffing levels 
to remain relatively flat over the next 1 2 
months. 

Thirty-Four (34) of 62 respondents (56%) 
are anticipating increases in employee 
staffing level in the range of 4-20%. 
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-4% to -10% 
-11% to -20% 
-21% to -30% 
-31% to -50% 


2013 Thirty-six (36) of 67 respondents 
(54%) anticipated employee staffing levels 
to remain relatively flat over the next 1 2 
months. 


*/- iMRrfdthdy ddii 

-mu'-iw 

•ir-cw 


-51% or more 


Twenty-six (26) of 67 respondents (39%) 
anticipated increases in employee staffing 
level in the range of 4-10%. 


-41% ormwe 
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Please rank the following markets 1 to 10 in the order of their importance to your 
company with “1 ” being the most important and “10” being the least important. 
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Categories 


Residential 

Healthcare 

Rental / Towable 

Telecom 

Marine 

Oil & Gas 

Renewable 

Data Center 

Military / Government 

Other Commercial 

Facilities 


Comments 


2014 The market importance level 
indicates where EGSA Members focus their 
engineering, sales and marketing efforts. 
Please note that these levels are "of the 
moment" and do not necessarily indicate 
a company's ongoing or future marketing 
strategy. 

Key market segments for EGSA Members 
participating in the survey as reflected by an 
importance ranking in the "Top" category 
of 1, 2, 3 included Other Commercial, 
Healthcare and Data Center. The least 
important segments included residential, 
marine and renewables. 


2013 The market importance level 
indicates where EGSA Members focus their 
engineering, sales and marketing efforts. 
Please note that these levels are "of the 
moment" and do not necessarily indicate 
a company's ongoing or future marketing 
strategy. 

Key market segments for EGSA Members 
participating in the survey as reflected by an 
importance ranking in the "Top" category 
of 1 , 2, 3 included Data Center, Healthcare, 
Other Commercial Facilities and Military/ 
Government. The least important 
segments included residential, marine and 
renewables 



Powerline • November/December 2014 


www.EGSA.org 


19 





9. Please indicate your company’s estimated 201 5 power generation sales growth 
(or decline) over 2014? 

Catergories 

Comments 2014 

Comments 2013 

Residential 

The outlook for 201 5 by market segment reveals a close 

TThe outlook for 201 4 by market segment reveals a close 

Healthcare 

correlation to the market segments that were of top 

correlation to the market segments that were of top importance. 


importance. The following are the percentage of total 

The following are the percentage of total responses, by market 

Rental / Towable 

responses, by market segment, indicating a positive 

segment, indicating a positive outlook for 201 4 (in descending 

Telecom 

outlook for 2015 (in descending order): 

order) : 


Marine 






Data Center 

68% 

Data Center 

70% 

wll 02. LjSS 

Other Commercial Facilities 

63% 

Other Comm. Facilities 

62% 

Renewable 

Healthcare 

61% 

Healthcare 

53% 

Data Center 

Oil and Gas 

58% 

Telecom 

47% 

Military / Government 

Rental / Towable 

49% 

Oil & Gas 

47% 

Other Commercial 

Military / Government 

48% 

Rantal/Towable 

45% 

Facilities 

Telecom 

45% 

Military/Govt. 

37% 


Residential 

37% 

Residential 

34% 


Renewables 

32% 

Renewable 

27% 


Marine 

20% 

Marine 

25% 


1 0. What percentages of your total power generation related sales would typically be 
attributable to each of the following applications (duty cycles) ? 





Comments 





2014 56% of respondents indicated that 
standby power accounts for over 50% of 
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86% of respondents indicated that demand 
response accounts for 20% of sales or less 
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73% of respondents indicated that peak 
shaving duties account for 20% of sales or less 

75% of respondents indicated that 
cogeneration accounts for 20% of sales or less 


1 1 . What percentage of your 201 4 power generation related business is Tier 4 
( Interim or Final) product?” 


Ranges 

76% to 100% 
51% to 75% 
31% to 50% 
21% to 30% 
11% to 20% 
6% to 10% 

1 to 5% 

0 % 

Do not know 
Not applicable 


Comments 

2014 Considering only responses other 
than "Not applicable" and "Do not know", 
1 6 of 43 respondents (37%) indicated that 
Tier 4 (Interim or Final) product accounted 
for at least 1 0% of their 201 4 power 
generation business year-to-date. 


2013 Considering only responses other 
than "Not applicable" and "Do not know", 
19 of 50 respondents (38%) indicated that 
Tier 4 (Interim or Final) product accounted 
for at least 1 0% of their 201 3 power 
generation business year to-date. 
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MARKET PULSE SURVEY 


12. What percentage of your 2015 anticipated power generation business is Tier 4 
( Interim or Final) product? 
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Ranges 


76% to 100% 
51% to 75% 
31% to 50% 
21% to 30% 
11% to 20% 
6% to 10% 

1 to 5% 

0 % 

Do not know 
Not applicable 


Comments 


2014 Considering only responses other 
than "Not applicable" and "Do not know", 
the outlook for 201 5 indicates an expected 
shift towards a greater percentage of sales 
attributed to Tier 4 (Interim or Final) product. 

While 37% of respondents reported 2014 
sales of Tier 4 (Interim or Final) product to 
account for at least 10% power generation 
business year-to-date, this figure increases 
to 45% of respondents expecting Tier 4 
to account for at least 1 0% of 201 5 power 
generation sales. 

2013 Again, considering only responses 
other than "Not applicable" and "Do not 
know", the outlook for 201 4 indicated 
an expected shift towards a greater 
percentage of sales attributed to Tier 4 
(Interim or Final) product. 

While 38% of respondents reported 2013 
sales of Tier 4 (Interim or Final) product to 
account for at least 10% power generation 
business year-to-date, this figure increased 
to 43% of respondents expecting Tier 4 
to account for at least 1 0% of 201 4 power 
generation sales. 


13. Considering only non-residential related business, what percentage of your 
2014 power generation related sales are attributed to gaseous fuel applications? 

Ranges 

Comments 


76% to 100% 
51% to 75% 
31% to 50% 
21% to 30% 
11% to 20% 
6% to 10% 

1 to 5% 

0% 

2014 Considering only responses other 
than "Not applicable" and "Do not know" - 
37 of 54 respondents (69%) mentioned that 
gaseous fueled applications account for at 
least 1 0% of their 201 4 sales. 

Along those same lines 1 8 of 54 
respondents (33%) mentioned that 
gaseous fueled applications account for at 
least 30% of their 201 4 sales. 

? ' / * . „ 
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Do not know 
Not applicable 

2013 Considering only responses other 
than "Not applicable" and "Do not know" - 
35 of 53 respondents (66%) mentioned that 
gaseous fueled applications accounted for 
at least 10% of their 2013 sales. 

Along those same lines 1 9 of 53 
respondents (36%) mentioned that 
gaseous fueled applications accounted for 
at least 30% of their 201 3 sales. 
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See us 
at Booth 
. #2258 


For all your temporary power generation needs. 


IMIMWS 

M/CN/SELECT 

Selector Switch 
Generators 


Our new MagnaSelect™ Selector Switch Rental Line features modular design rotary 

cam switches with solid metal shafts for durable trouble-free service. 

• Available in 20 - 350 kw ratings 

• Premounted voltage change switch saves assembly time and money 

• Exclusive to Marathon Generators: all switches mounted in vibration isolated conduit 
boxes for enhanced reliability 

• Silver plated contacts and high tension springs inside the switch guarantee solid 
connections under rough conditions 

• Generator output terminals top mounted on the switch for ease of connection to 
distribution system 

• Switches equipped with lock out capability for jobsite safety 

For more information about MagnaSelect™ generators, contact your local sales rep at: 

www.marathonelectric.com/generators/SalesLocation.jsp 


marathon 

Generators 


A Regal Brand 


TM 


P.O. Box 8003 

Wausau, Wl 54402-8003 USA 
Phone: 715.675.3311 
www.marathonelectric.com 



©2014 Regal Beloit Corporation 






14 . Considering only non-residential related business, what percentage of your anticipated 
2015 power generation related sales will be attributed to gaseous fuel applications ? 


Ranges 


Comments 


76% to 100% 
51% to 75% 
31% to 50% 
21% to 30% 
11% to 20% 
6% to 10% 

1 to 5% 

0 % 

Do not know 
Not applicable 


2014 Considering only responses other 
than "Not applicable" and "Do not know" 

- 39 ot 55 respondents (71%) mentioned 
that it is anticipated that gaseous fueled 
applications account for at least 10% of 
their 2015 sales. 

Along those same lines 23 of 55 
respondents (42%) mentioned it 
is anticipated that gaseous fueled 
applications account for at least 30% of 
their 2015 sales. 

2013 Considering only responses other 
than "Not applicable" and "Do not know" 

- 35 of 53 respondents (66%) mentioned 
that it was anticipated that gaseous fueled 
applications account for at least 10% of 
their 201 4 sales. 

Along those same lines 1 9 of 53 
respondents (36%) mentioned that it 
was anticipated that gaseous fueled 
applications account for at least 30% of 
their 2014 sales. 
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15 . Additional comments regarding the power generation market? 


Comments 

• Slow summer, probably heavily influenced by lack of storms and heat related outages. 

• Why don't we ask about dual fuel or bi fuel applications? 

• NFPA 1 1 0. Chapter 8 recommendations for load banking and the 201 3 modification to the Joint Commissions on Health Care to mirror NFPA 
guidelines, has been a primary growth area for service. Manufacturer's and Engineers need to step up and start including built in load banks or at least 
a convenient tie point on equipment to attach them. This is a sales opportunity that is being missed. We are promoting these on our end, however it 
would be good (it is my expectation) that EGSA is the leader in educating the designers and (at least) the end users in mission critic and heath care 
industries. Right now I feel like the lone voice in the wilderness! 

• Regarding the Tier 4 transition, 201 4 is the last year of IT4 for the 75-1 75hp EPA power category. There is an increase in IT4 volume, as some customers 
look to purchase before the FT4 price increase. 

• Lots of interest in gaseous fuel, but most of our applications (primarily standby in California) are not well suited. 


LOAD BANK RENTAL REDEFINED 


For over five decades Simplex has defined excellence in load bank manufacturing. 
Now that excellence is available to rent. 



s is 

Simplex Onsite 


Experience the Difference. Rent Direct. 



Data Center Small Portable Mid-Range 



Large Portable 



Trailers 


AC / DC - All Commercial Voltages 

7kw to 4mw Capacities 

www.simplexonsite.com (877) SOS-LIVE 

Resistive / Reactive 

Onsite Services 

Nationwide Service 
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Mission Accomplished! 


Generating Real EGSA Power in 



EGSA wants to thank our 
Conference emcee for the 
last 3 years, Ed Murphy, of 
Power Search Inc. 

Why you might ask? Ed 
will he EGSA’s 50th Presi- 
dent as of January 1, 2015. 
We also welcome Charlie 
Habic of Gillette Gen- 
erators to the stage as our 
EGSA emcee at that time. 


W hen we arrived in San Diego, 
it was a hotter than normal, 
88 degrees, and the region was ex- 
periencing a drought of more than 
6 months, according to our local 
sources. The heat and humidity 
turned out to be a minor setback 
due to our power-packed mission. 
That’s right, Mission Bay, Mission 
Critical generated just the right 
amount of heat (and with no wet 
stacking) to get EGSA Members into 
overdrive for the 3 -day annual Fall 
Conference! 

The Mission Bay Speaker Slate 

The Communications & Confer- 
ences Committee hosted a superior 
speaker slate with powerful “take- 
away” messages. On Monday, we 
kicked off the General Session with 
a fun spoof, concocted by Ed Mur- 
phy, that tied our theme to the Mis- 
sion Impossible movie juggernaut. It 
was really fun to see Ed get into the 
role and give us all a chuckle to start 


San Diego 

the Mission! For those who weren’t there, this was Ed’s final event 
as the emcee, but don’t expect him to disappear, as next year, he 
will be EGSA’s 50th President. Stay tuned for your new emcee, 
Charlie Habic, to take the reins in Jacksonville next March. 

2014 EGSA President, Vaughn Beasley, gave a warm welcome, 
delivering a message focused on EGSA Member engagement and 
the update of our Strategic Long Range Plan. Make sure you read 
Vaughn’s “From the Top” article in this issue for more information 

on the subject. 

Next, our keynote speaker, 
Captain Scott O’Grady, former 
U.S. Air Force F-16 pilot, deliv- 
ered a riveting presentation on 
his personal experience of be- 
ing shot down over enemy lines 
in his aircraft. Trapped for 6 
days in a life-or-death situation, 
Scott’s story was compelling and 
personal, providing us with what 
making the most of the training 
you’ve received really means. 
Scott also asked the EGSA audi- 
ence members who were military 
(past and present) to please stand. It was a very patriotic mo- 
ment to see so many members stand and have Scott thank them 
for their service. 



EGSA’s keynote speaker, 
Captain Scott O’Grady. 
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2014 FALL TECHNICAL & MARKETING CONFERENCE 




Captain Scott O’ Grady, EGSA’s keynote speaker on Monday, took the 
time to visit with Members informally after his riveting presentation 
on relying on your instincts and training. O’Grady was well-received 
by our audience. 



Also on Monday, Frank J. Gaffney, 
Founder & President of the Center for Se- 
curity Policy, provided an on-site power 
specific presentation on our natio] 
curity and the reliability of the U.S. 

Grid. Frank’s presentation went into specif- 
ics on what he calls America’s Achilles heel. 
Frank was also kind enough to allow EGSA 
to post his full presentation on our EGSA 
YouTube Channel. Take time to watch it if 
you weren’t there. 


For our final speaker on Monday, we 
< switched gears to climate change and plan- 

\ ning for the future with Anthony Janetos, 

Ph.D., who is the Director of the Frederick 
S. Pardee Center for Long Range Future in 
Boston, MA. His presentation focused on Na- 
tional Climate Assessment (NCA) findings 
and why the conclusions, or adaption plan- 
ning efforts, are important to On-Site Power. 

On Tuesday, Robert B. Tucker led the 
day off with an informative presentation 
on innovation. As President of the Innova- 
tion Resource and also widely published on 
the subject of innovation, Tucker took the 
EGSA audience through some of the driv- 
ing forces of change. He also interviewed 
several of our members prior to joining us 
in Mission Bay, making his presentation 
more relevant to the EGSA audience. 



Our second speaker on Tuesday, EGSA 
Member Howard Liu, Ph.D., Staff Engineer 
at Intertek ETL, provided a summary pre- 
sentation on our nation’s grid and the re- 
quirements for the On-Site Power Industry. 

Our “closer” for Tuesday, Rayola 
Dougher of the American Petroleum Insti- 
tute, super charged the last portion of our 
speaker slate with a 
popular topic of dis- 
cussion, Fracking. . .or fracturing as our 
speaker in Savannah this year corrected 
us. Rayola gave a detailed presentation 
on facts for addressing energy policy. She 
spoke on a range of topics relating to en- 
ergy policy and her Q&A was the liveliest 
of the 3 -day event! 




Operation Gearhead 

Speaking of popularity, 33 EGSA Members signed up to take 
part in our EGSA Gearhead Tour in San Diego on Tuesday dur- 
ing our formal networking excursions. Our “gear heads” had the 
opportunity to tour Solar Turbines, Inc. Packaging and Test fa- 
cility, located in the Kearny Mesa area of San Diego on Tuesday 
during the formal networking sessions. This facility, a wholly- 
owned subsidiary of Caterpillar, Inc manufactures combustion 
turbine products that serve both the Oil and Gas industry and 
the Power Generation industry with engines and packages rang- 
ing in size from 4,700 hp to 30,000 hp. 

During the tour, Members saw a range of combustion turbine 
generator sets including their newest 21 MW generator set the 
Titan 250 for projects in Chile and Mexico. 

Tour participants were shown two Titan 130 15 MW units de- 
signed for burning low heating value gasified fuel for a project in 
the UK. They also had the opportunity to see a number of Solar’s 
centrifugal gas compressor packages for exports to China, Eu- 
rope and South America for both pipeline and production appli- 
cations. The “gear heads” also toured Solar’s engine build section, 
the controls manufacturing shop, the piping fabrication shop, the 
gas compressor assembly area, the packaging testing area, as well 
as Solar’s high pressure compressor test loop facility. 

This facility is a Malcolm Baldrige Quality award-winning 
facility that is one of the 50 largest exporters in the United 
States and was well appreciated by the tour participants. Special 
thanks go to Carmen Nosic (HPS Loadbanks/Hawthorne Cat) 
and to Steve Sappington (Caterpillar, Inc.) for their kind assis- 
tance in helping EGSA Staff coordinate this educational tour! 
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Our 2014 Fall Fishing 
Tournament 

The 2014 Fall Fishing 
Tournament departed 
from the marina behind 
the Hyatt Mission Bay for 
an afternoon of competi- 
tion and fun! More than 
30 Members enjoyed an 
incredibly scenic inshore 
trip on the bay aboard a 
variety of 3, 4 and 6 pas- 
senger fishing vessels. 

The expected “catch 
of the day” included 
Spotted Bay Bass, Sand 
Bass, Calico Bass, and 
Halibut. It was not wide- 
ly discussed, but is important to report that several new winners 
stepped forward in Mission Bay to claim our 3 trophies for Top 
Angler, 1st and 2nd place. 


Our 2014 Fall Golf Tournament 

It was a hot one out there on Tuesday, making our duffers 
work extra hard for the win! With temperatures closing in on 
100 degrees, congratulations go to the following EGSA Golfers: 


Congratulations go to: 


1st Place Foursome 

2nd Place Foursome 

3rd Place Foursome 

Charlie Habic, Gillette 
Generators Inc. 

Chuck Gould, Western 
Branch Diesel, Inc. 

Bill Laubach, 
Direct Wire Cable 

Todd Lathrop, 
Eaton Corporation 

James Malcolm, West- 
ern Branch Diesel, Inc. 

Rick Hodgkins, 
Phoenix Products 

David Zenthoefer, 
MIRATECH Group, LLC 

Kevin McKinney, 
MTU Onsite Energy 

Hal Walls, 
Clariant Corp. 

Marty Morrill, 
Clariant Corp. 

Nick Detor, 

MIRATECH Group, LLC 

Jim McDonald, 
Rypos, Inc. 


Closest to the Pin 


Randy Sadler, Safety Power, Inc. 


Thanks to our active golf tournament sponsors. 

• Global Power Components - Title Golf Tournament Sponsor 

• Girtz Industries - Golf Lunch Totes 



Our EGSA Graze ’ participants experienced another patriotic mo- 
ment! The USS Independence raced our vessel out of the harbor and 
quickly overtook us with their 2 MTU diesel engines and 2 General 
Electric gas turbines! This is a US Navy Littoral Combat Ship (lit- 
toral means shoreline). 


EGSA Fishing Chair, Vaughn Beasley reported the following 
winners and standing: 


1st Place/Top Angler 


Mark Stantz, HILC0 


Largest Bass - 2 lb. 


2nd Place 


Brian Berg, 
Bergari Solutions 


Most Fish Caught - 6 


3rd Place 


Mark Prevoznik, 
Avtron Loadbanks 


Largest Halibut -5 lb. 


Thanks to our active fishing tournament sponsors, who go 
the extra mile to make this a competitive and fun networking 
excursion during our Conference. 

• Intertek ETL - Title Fishing Tournament Sponsor 

• PowerSecure/Innovation Technologies - 
Fishing Tee-shirt Sponsor 

• Girtz Industries - Fishing Lunch Totes 

• Diesel Radiator - Fishing Jackets 

• Phoenix Products - Fishing Trophy Sponsor 


Cruzin # the San Diego Bay with EGSA 

There were 78 people who hopped aboard the boat on Tues- 
day to take a sight-seeing cruise along the San Diego Bay. Our 
Members were treated to a sumptuous lunch, cocktails and a 
narrated 2 V 2 hour cruise. 

One of the highlights of the charter aboard the 85 foot Em- 
erald Hornblower included a rare sighting of our US Military’s 
prowess! A US Navy Littoral Combat Ship, the U.S. Indepen- 
dence, was also cruising, but at a much faster clip! The stealth 
combat ship quickly overtook our boat and passed us within 
minutes. 


1: Nand Kumar, Shawn Kumar, Alex Guliaeff, Hal Walls 2: Kyle & Tamara Tingle 3: Ed Murphy, Kevin Affeldt 4: BB & Rick Morrison 
5: Bob Hafich, Jim Gallagher, Edgar Molina 6: Nancy & Steve Evans, Terrence Whalen 7: Stewart Matson, Nancy & Herb Whittall 
8: Walter Petty, John Parrott, Bud Marchant 9: Leslie & Vaughn Beasley 10: Vaughn Beasley & Deb Laurents 11: Dennis Pearson, 
Todd Lathrop, Katie Evans, Kim Giles 12: Devon Goodman, Chris Wong 13: Brian Cleary, Paige Linsmeyer , Andrew Boone 
14: Barb & Steve Stoyanac 15: Beth Kultgen, Dennis Roundtree, Nand Kumar 
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The EGSA TOYA Award 

As you know from our coverage in last issue of Powerline 
(September/October), EGSA awarded our first Technician of the 
Year Award (TOYA) on Monday to Todd Vaughan of Kelly Gen- 
erator & Equipment, Inc. Please go to EGSAs YouTube channel 
to take a look at the video we produced to commemorate this 
experience and take a moment to share it with your favorite 
technician! 

Make sure that you impart to your staff that taking the EGSA 
Technician Certification Exam is one of the best ways to prove 
that they know their stuff when it comes to gensets! 


Looking to 201 5 

The C&C Committee had their 50th Anniversary 
Working Group meeting on Sunday where they dis- 
cussed plans for our 50th Year celebration in 2015. Do 
you have an idea you’d like to share? Make sure you 
drop us a line at e-mail@egsa.org with the subject line 
50th Year Celebration. We’d like to hear from you! 

Make plans to join us in Jacksonville, March 22 
through 24th for EGSA’s Spring Conference. The event 
will take place at the Jacksonville Hyatt and we are look- 
ing forward to seeing you there. 


1: Kim Hilbig, BB Morrison, Kirk Hilbig, Rick Morrison 2: Owen Duffy, Michael Pope 3: Luke Jaynes, Martin Hendrickx 
4: Walter Petty, John Hoeft 5: Katie Evans, Lanny & Trudy Slater 6: Michelle & Ed Murphy, Deb Laurents 

7: Al Powers, Louis Giddens 8: Greg Linton, Jennifer Mansfield, Glen Howard, Bobby Metzinger 9: Dave Stringer, Mike Murray 
10: Toni & Todd Vaughan, John Kelly Jr. 11: Stephen Halkett, Robert Desnoyers 12: Bob Bono, Dave & Joni Philips 
13: Sylvia Guan, Leslie Beasley 14: Alan Kurus, Jim Siffring 15: Rick Martin, Babak Mohajerani, Linda & Joe Hafich 
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Looking to be "in the know"? It's Time 
to Get Active on an EGSA Committee! 


I t’s not only about who you know - more times than not, in 
order to recognize and find opportunities - you have to know 
where to look. 

Have you reviewed an annual EGSA Buying Guide recently? 
The Guide is an excellent member resource built from the very 
beginning of our history in a partnership with Diesel & Gas 
Turbine Publications. The Guide tracks membership, our leader- 
ship history (for the Board & our Committees), award winners 
for each of our annual awards, our By-Taws (the list goes on). 
Maybe you prefer to receive your information via our website, 
where we track our current volunteer achievements in real-time 
(egsa.org/AboutUs/Leadership.aspx). . .. notice anything across the 
board? The one thing that the majority of those Members have 
in common (most of them in leadership positions within EGSA, 
both past and present) is active involvement on an EGSA Com- 
mittee. Therefore, the deduction would be that the singular best 
way to be “in the know” is to regularly attend and be an active 
participant on one of our EGSA Committees. 

Our 10 Committees are on the move, constantly evolving and 
adding depth to the industry and to the membership at-large. 
Many of the recent advances made by our 10 committees have 
brought tangible benefits to the membership and On-Site Power. 

For example, in 201 4, some of those tangible benefits provided 
to our members on behalf of our committees included: 

1. The Codes & Standards Surveillance Committee Silencer 
Working Group developed an industry guide to enhance 
communication(s) among professionals and create a set 
of industry guidelines. This new guide will help to elimi- 
nate the ambiguity and room for interpretation that was 
previously encountered on this subject, (www.egsa.org/ 
Publications/Standards/DownloadStandards.aspx) 

2. The Government Relations Committee rolled out the 
EGSA Raymond G. Russell Education Grant for Veterans - 
soliciting input, forming a Working Group and awarding 
our Erst 5 grants in the same year. 

3. The EGSA DD Committee TOYA Working Group (Chaired 
by Richard Knittel of Prime Power Services) has worked 
for the past 3 years to develop and rollout the EGSA Tech- 
nician of the Year Award. The program highlights included 
the development of a transparent and objective scoring 
system, a sponsorship program, the collection and solici- 
tation of award applications, as well as selecting judges. 

4. The Technician Certification Committee rolled out a new 
level within our EGSA Technician Certification Program, 


updated the Journeyman exam to reflect current technology 
and revised the program branding. Check out the 
details on the Apprentice and Journeyman levels at www. 
egsa.org/EducationbrCertification/TechnicianCertifica- 
tion.aspx 

Before we arrived in Mission Bay, our Committees were 
tasked by the EGSA Board to review committee initiatives 
during the meetings held there, and report any changes to 
the Board. Whether you were in attendance or not, here is 
a brief recap of our committee activity at the EGSA Fall 
Conference: 

Codes & Standards Surveillance Committee: 

The Codes and Standards Surveillance Commit- 
tee had yet another informative, dynamic meeting 
on Monday afternoon. In addition to regular com- 
mittee business, they continued their practice of in- 
cluding a presentation within the allotted committee time. 

In September, the presentation was a Q&A roundtable dis- 
cussion featuring Underwriter’s Laboratories (U.L.) and Inter- 
tek (ETL). Both of these “codemaking” entities are now active 
participants with EGSA and the roundtable helped all members 
present understand the process much better. 

The Committee has an ongoing structured working group 
system in place. This allows us them to develop recommended 
practices for EGSA to publish that directly impact our members 
and serve as resources for the industry at large. The working 
group format enhances the ability to complete work between 
conferences, and it has been in place for several years. 

In San Diego, the C&SS celebrated the completion of one of 
our first working group projects: the publication of the “EGSA 
Guide for Rating Generator Exhaust Silencers.” This break- 
through document provides, for the first time, an industry- 
standard reference performance guide for engine combustion 
exhaust silencers, developed by manufacturer members from 
over half a dozen companies. The document can be found on 
the EGSA Website in the Publications, Standards section. 

The Committee still has ongoing working groups addressing 
UL 2200 and OSHPD. “Being a Member of a C&SS Working 
Group is the ultimate way to contribute to our industry’s im- 
pact on external forces that affect us, without literally sitting 
on a code making panel,” reports Mike Witkowski, of Pritchard 
Brown, the Chair of C&SS. 



1: Jit Roop, Rick Martin, Dawn Prange, Bruce Prange 2: Trish Levere, Kris Korte 3: Partick Makinney, Robert Gore 
4: Marcie & Timothy Geary 5: Bob Piske, Tom Wein, Peggy Nunez-Piske 6: Sue & Paul Feld, Steve Sappington 
7: Brad Fennell, Mike Witkowski, Scott Martel 8: Brendan Filby, Glen Prisciak, Marty Morrill 9: Mark Burnside, John Parrott 
10: Dave Pfister, Rob Sweeney 11: Peter Catalfu, Brad Fennell, David Brown, Charlie Habic 12: Nic Phillips, Bob Apple 
13: Deb Laurents, Jeff Thompson, James Hunt 14: Nancy & Herb Whittall 15: Eugene Wagner, Tyler Sunderland 
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Communications & Conferences Committee: r 

There are also BIG changes on the horizon that 
are taking place in our C&C Committee. As Ed c&c 
Murphy (Power Search, Inc.) takes the role of 2015 
EGSA President next year, Charlie Habic (Gillette Generators, 
Inc.) will Chair the C&C Committee and also take on the new 
role of our 2015 emcee. Look for those changes to take place at 
the first of the year. 

“I am looking forward to chairing the Committee, as well as 
guiding the conferences as the emcee. It’s very important for the 
success of EGSA to have a powerful slate of topical speakers at 
conferences. Additionally, I hope to work in some entertaining 
fun and creativity along the way,” promises Habic. 

The Spring Conference theme has been chosen, “Bridging 
the Past, Powering the Future: 50 Years of Service.” Rick 
Morrison, of Nixon Power Services can take the credit for that 
great theme idea that will also award him $100 in cash in the 
Spring. Don’t forget that you have input when it comes to select- 
ing our conference themes. On the Monday morning during the 
General Session portion of each EGSA Conference, Members can 
submit ideas for the theme and win $100 if their idea is selected. 
It pays to have ideas in this organization! 

The speaker slate was also discussed and approved. Commit- 
tee members are currently working to enhance our conference 
program with speakers and topics that provide something for 
everyone! “The conference in Jacksonville is going to be reflec- 
tive of where EGSA started, where we are today, and where we 
go in the future. We hope you will join us next year for all of our 
events, especially since it is our golden anniversary,” Ed Murphy 
added. 


Distributor Dealer Committee: 

“If you set your house on fire, people will come 
and watch it burn,” says Lyndon Risser (current Vice | 


CE5A 


DD 


Chair of the DD Committee) as he summarizes the 
“house on fire” attitude of the DD Committee under Bob Piske, 
Arizona Generator Technology. 

Since March, the DD Committee leadership has been al- 
most solely focused on the EGSA Technician of the Year Award 
(TOYA), taking time only to continue to grow the followers of 
the DD Linkedln Page to 1,000 followers at press time. “It has 
been one of our committee goals to encourage our DD peers to 
have a stronger voice by using social media more and more,” 
says Risser, “Our DD Linkedln Page creates value by offering 
content you can’t get in one location (anywhere else) and it is 
working.” 

Bob Piske, outgoing DD Chair, had this to report, “To all 
EGSA members and especially the DDs, to have the opportu- 
nity to work with, what normally would be a competitor, in an 
environment where “OUR INDUSTRY” is the common goal, is 
very fulfilling. Of course, there is still much to do! With a very 
strong vision in place, the Chair position was approved by our 
President and Lyndon Risser of DynaTechGenerators.com, will 
be the new Chair starting January 1, 2015.” 

The DD Committee delivered on their promise to the Board 
by having several break out groups focused on DD Committee 
Initiatives, as directed. Some of the collective vision, captured 
at the Committee level, included: an increased focus on bring- 


ing Industry professionals together by sharing “Best Practices,” 
Panel Discussion topics, the DD Linkedln platform and develop- 
ing Working Groups to focus on DD programs. 

Future programs discussed included an EGSA Apprentice- 
ship Program and a Technician Lifetime Achievement Award to 
name a few. 


Education Committee: 

Tom Wein of Generac Power Systems and Chair 
of the Education Committee began the meeting by 
announcing Paul Feld of Penn Power Systems was 
selected as the Vice Chair. 

Michael Pope, Director of Education for EGSA, was next on 
the agenda and provided a status update on the 5th Edition of 
On-Site Power: A Reference Book. He reported that 6 new chap- 
ters will be incorporated into the 5th Edition. There was also a 
change in the sequencing of the remaining chapters “presented 
in a more logical order,” Pope promised. “EGSA has also retained 
the services of a style editor and this work is progressing quite 
nicely,” he added. 

Pope then switched gears and reviewed the Technician Cer- 
tification statistics for the attendees’ benefit, with 360 exams 
purchased in 2013 and 201 so far in 2014. “We expect to reach 
1,000 certified techs by the end of the year,” he reported. 

EGSA is now offering the Apprentice (certification level) and 
the pricing for that exam was approved at $50.00. The Study 
Guide for this level is coming along. The Journeyman test will 
cost $150.00 for EGSA Members and $425.00 for non-members 
who sit for this exam. 

Herb Daugherty, Manager of the Rowley Schools, reported 
the following updates on the Rowley curriculum review: 

A new Communications module will be added to the 2015 
school and the Trouble shooting module will be dropped in or- 
der to make way for this important topic; 

• The Communications module is in need of an Instructor; 

• Basic Electricity module is getting refreshed; and 

• Additional minor edits were made. 

When concluding his report, Daugherty made a recommen- 
dation to the Committee for 7 schools in 2015 (4 Basic and 3 
Advanced) and this was approved by the Board this same week. 

Paul Feld reviewed the Load Bank committee activity to-date 
and then Tom closed the meeting new business that included a 
discussion of the possibility of one or more classes to be held at 
future EGSA conferences. 


B5A 


EDU 


Government Relations Committee: 

The Government Relations Committee (GRC), 


BB5A 


GOV 


chaired by Bob Lewis of Cummins, Inc., covered ( 
major topics concerning the linkage between EGSA c 
and the government. Also, the Committee has been assisting the 
Tactical Microgrid Standards Consortium on the development of 
a standard for the use of Tactical Microgrids within the Depart- 
ment of Defense (DoD). 


DoD Power Generation Focus from Project Manager 
Environmental Energy and Sustainment Systems (PM E2S2) 

Mr. Chris Bolton, Chief Technical Management Team for 
Project Manager Environmental Energy and Sustainment Sys- 
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terns (PM E2S2), provided an update and overview of the cur- 
rent power generation programs being managed by PM E2S2, 
and the near term business opportunities available for solicita- 
tion supporting PM E2S2’s power generation and environmental 
control missions. 

His group covers the Army’s focus on Operational Energy to 
include Base Camp Set Up, Microgrids, Environmental Control 
Units, and other energy requirements. The Army currently has 
experimental camp set ups that have yielded dramatic energy 
savings and Bolton discussed how EGSA members could par- 
ticipate in these activities. He also discussed future procurement 
activities by the DoD in the energy generation arena. 

Raymond G. Russell Education Grant for Veterans Status: 

Mr. Felix (Sam) Giovinazzi from Heroes to Hired (H2H), a 
United States Dept, of Defense (DoD) Program, discussed his 
current role with the Dept, of Defense in actively assisting more 
than 300 veterans, at any given time within the State of Califor- 
nia, to End a civilian career after their service to our Country. 
Sam has been helping our committee with the publicizing the 
Russell Education Grant and his experience and organization 
added real world experience to the discussion. 

The Committee was happy to announce the Raymond G. 
Russell Education Grant awarded Eve scholarships to be used at 
the EGSA Basic or Advanced Rowley Schools to enable veterans 
of military service with power generation background to attend 
without any charges. This activity of finding qualified candi- 
dates and awarding these grants will continue to be awarded 
annually. 

Finally, Bob Lewis has completed a 3 -year term as Committee 
Chair and he will be stepping down in January. Our President 
has approved the appointment of David Stringer, ComAp, LLC 
as the new Chair. Additionally, a new Vice Chairman, Mazen 
Bader, of PD Systems, and a new Secretary, Paul Wilhelm of 
Woodward, were selected to complete the committee leadership 
roster. 

Green Committee: 

Jim McDonald, Chair of the Green Committee 
for the last 3 years, will be stepping down from his 
leadership role in January. That didn’t stop him from 
planning a big undertaking for his last official meeting as Chair. 

The Green Committee hosted a Bi-Fuel Summit in Mission 
Bay. The purpose of the meeting was to have a structured, open 
discussion about shared EGSA Member experiences as it relates 
to Bi-Fuel and the environmental permitting conditions that are 
contradictory and/or ambiguous. The goal was to ensure that 
we educate the end user to the best of our ability, as well as the 
consulting and specifying engineer and engine providers as to 
the steps that need to be taken in order to ensure full compli- 
ance with the applicable governing environmental laws. 

The Green Committee hosted more than 50 attendees during 
the meeting, which started out with a presentation on federal 
rules. A presentation on the Original Equipment Manufacturer’s 
perspective followed. 

Next, a panel of EGSA Members took the discussion fur- 
ther with, Lanny Slater (GFS Corp.) discussing his experience 
and explaining Bi-Fuel substitution. Steve Roix (Altronic, LLC) 


ED5A 


GRN 


talked about Carb Verification and discussed the wear on an en- 
gine. John Nadeau (HYTHANE) discussed fracking trucks and 
international work. Dan Hoppe (Enercon) presented the pack- 
ager role in Bi-Fuel while Matt Graham (NRG) gave the crowd 
an End User perspective. 

“One of the nicest things about being a member of EGSA is 
the access to expertise when you need it,” remarked Jim McDon- 
ald when interviewed. “When we decided this was the route we 
were taking for our meeting in Mission Bay, the panel was filled 
in no time.” 

Jim will be replaced in 2015 by Dave Philips (PowerSecure) 
as Chair, Jim Bartley (Governors America Corp.) and Scott Mc- 
Bryde (Miratech) as Vice Chair and Secretary respectively. 




INT 


International Trade Committee: 

The International Trade Committee also an- 
nounced a new slate of officers while in Mission Bay. 

Katie Evans (Diesel & Gas Turbine Publications) 
has been the Chair of this Committee for the last 2 years and 
in 2015, Tanja Lewit (AlternateEsource) currently Vice Chair of 
the Committee, will step forward in the leadership role with 
David Vennie (of Worldwide Power Products) also climbing a 
rung from Secretary to Vice Chair. 

The meeting began with the Committee reviewing their Mis- 
sion, goals and initiatives followed by a robust report supplied 
by Joe Zirnhelt, Power Systems Research on power-gen markets 
in Mexico and Co-Gen opportunities. The report concludes that 
there is excellent potential for diesel and NG power plants with 
individual businesses. 

Next, Customs Trade Partnership Against Terrorism (CTPAT) 
was introduced with discussion regarding security requirements 
to ensure the import and export of goods even when the USA 
border is closed. This discussion will continue into the Spring 
meeting with a speaker from US Customs. 


Market Trends Committee: 

A changing of the guard will also occur in the 
Market Trends Committee in 2015, with John Hoeft 
(Generac Power Systems) being approved as the new 
Chair in 2015. Joe Zirnhelt (Power Systems Research) will be 
taking on the Vice Chair role, and Justin McMahon (Emerson) 
was voted in for Secretary by the Committee Members in at- 
tendance. Kyle Tingle (John Deere) is passing the gavel upon 
completion of a 3 year term as Chair. 

The Market Trends Committee has grown in popularity over 
the past 3 years, averaging 40 to 50 attendees at each conference 
meeting. Powerline Magazine asked Tingle why he thought that 
might be. “I think it comes down to content. The EGSA Mar- 
ket Trends Committee does an exemplary job in seeking quality 
speakers to cover trending topics. Over time, that tends to draw 
people in.” he continued. 

The Committee started by reviewing the historical Diesel & 
Gas Turbine survey results. The Committee has made this an 
annual process with the results being posted (after each Fall 
meeting) on the EGSA website (under the Committee’s docu- 
ments page). Thanks to Joe Zirnhelt for championing this effort! 
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Next, two guest speakers gave presentations. Joe La Brie, a 
structural engineer and President of Makeitright, Inc. presented 
on OSHPOD requirements and pre-approval programs for seis- 
mic certification. Mohan Balagopalan, from the South Coast Air 
Quality Management District (SCAQMD), highlighted changes 
that have occurred since they last presented to the Commit- 
tee in Fall 2010. He went through the different rules required 
in permitting and the types of permits issued. Each of these 
presentations is also posted on EGSA website under the Com- 
mittee’s page. 

Lastly, Chris Nagle, of Dresser Rand, provided a summary 
overview of the Fall Pulse Survey results. The final Pulse Survey 
Report is published in this same issue of Powerline Magazine. For 
complete coverage on this report, turn to Page 13. 

Membership Committee: 

John Garcia, of Atlas Copco and the Chair of the 
Membership Committee, had this to report from 
their Fall Meeting, “Our new thrust was to develop 
and submit a short survey designed for EGSAs Canadian Mem- 
bers. With this survey, we’re hoping to get feedback in the way 
of ideas/ suggestions on where we can add or improve our offer- 
ings. The ultimate goal is to gain insight on how to increase our 
members from Canada. 

The Committee received a Board directive to develop re- 
sponses to the General Membership Survey that was sent out last 
year. A Working Group, Chaired by Greg Linton, was formed to 
research and report back to the membership committee on sug- 
gested survey responses. Further action, should it be required, 
will be submitted to the EGSA Board for approval. 

The Committee also submitted a recommendation for a new 
EGSA Member category for Military Members and the Board ap- 
proved this recommendation. EGSA Staff is updating the EGSA 
Membership application in time for Power- Gen Inti. Make sure 
you let your member prospects know that there is a tremendous 
cost savings to becoming a member while at the show! Stop by 
the EGSA Booth 2472 for details. 

Finally, we challenged all Membership Committee Members 
to submit one new Member application this year. We do hope 
many of you will accept this challenge to help us attain our 
“more than 1,000 Member” status in our 50th year, Garcia con- 
tinued. 

Technician Certification Committee: 

Our Technician Certification Committee is one of 
those groups that works behind the scenes. One of 
the reasons that you (our Powerline readers) may not 
know a lot about this committee is because it is closed to the 
general membership. 

The Technician Certification Committee has done some 
heavy lifting this year, from establishing a new level of Certi- 
fication, to the re-development of the Technician Certification 
logo(s), developing new pricing for the Program, updating the 
current test to add new technology into the exam and Study 
Guide. If you haven’t investigated this EGSA program, there is 
no better time to do so than right now! 
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Rob Sweeney, of R.L. Kistler, has been the Chair of this Com- 
mittee for the last 3 years (2011-2014) and he advised that the 
transition to the new Chair is occurring at the right time too. 
“We have 2 levels of the test, Apprentice and Journeyman. We’re 
currently working on prepping the new study guide for the Ap- 
prentice level exam. Tom Wein, of Generac Power Systems, has 
volunteered to prep the study guide for a new format, switching 
from question-based to topic-based format. Tom is the best guy 
for the job, as he sits this Committee as well as Chairing the 
Education Committee and will be beginning his term on the 
EGSA Board of Directors in 2015.” Rob reports. 

“It should be noted that George Rowley (former Director of 
Education for EGSA) played a significant role in getting this all 
together and he is sorely missed, “added Jack Petro, of ASCO 
Power Technologies, current Vice Chair of the Committee who 
will take the reins as Chair starting in January of next year. 

Action for the Technician Certification Committee going 
forward: 

1. Work with EGSA Staff to market and promote Techni- 
cian Certification. 

2. Steve Sappington, from Caterpillar, Inc., will be joining 
the Committee as Rob Sweeney rolls off at the end of 
this year. 

3. Determine if a 3rd level (Master) is required. 

4. Redefine the Committee’s role after the second level is 
rolled out. 

Ideas, comments, requests to be on the Committee? Please 
drop us a line at e-mail@egsa.org with the subject line: Techni- 
cian Certification Committee. 

In closing, we hope you can gain great insight and value from 
attending and participating in all EGSA activities. If you don’t 
want to take our word for it, listen to what your peers have to 
say: 

“Stay in the know, have a voice, make your voice 
heard, he active in an EGSA Committee” 

Lanny Slater, GFS Corp. 

“looking forward to chairing the committee as well 
as guiding the conferences as the emcee, its very im- 
portant for the success of EGSA to have a powerful 
slate of topical speakers at conferences., addition- 
ally, I hope to work in some entertaining fun and 
creativity along the way” 

Charlie Habic, Gillette Generators 

“Seek to be involved with an EGSA Committee that 
is doing the kind of work you want to be involved in. 
If you are interested in several committee subjects, 
try one, then another!” 

Michael Pope, EGSA Director of Education 

“EGSA Committees are where the action is. Partici- 
pate! You might get more out of it than you think.” 

Kyle Tingle, John Deere Power Systems 
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CODES & STANDARDS 


Continued from page 10 

did my best to put in terms EGSA Members would understand, 
such as Bonded and Un-bonded, instead of Earthed and non- 
earthed. However there are several provisions that I could not 
get changed. There is a requirement for permanently installed 
generator sets to have a monitoring device for winding insulation 
deterioration. This is apparently done with a DC device that is 
patented. Also, Annex B (which is required) section B5.2.2.1.1 
ends with the statement “Fuses are not allowed”. Fuse manufac- 
turers might like to look into this. ISO 8528 also references IEC 
60204 and IEC 60364 concerning protection from electric shock. 
As I had just been on a webinar with the CPSC group looking 
at reducing CO emissions from small portable generator sets, 
I asked if there were warning labels included in the standard. 
There is only the requirement for the data plate to include IP3X 
which will not mean much to a consumer. All this just goes to 
show that our members and their companies need to get more 
involved in these Standards organizations. ■ 
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TRANSFORMERS 


Transformer Down! Dealing with 
Emergency Replacement of Trans- 
formers to Keep Production On-Line 

Knowing About Transformer Construction Provides the First 
Line of Defense. Rapid Access to Plug-And-Play Replacements 
Can Save Hundreds of Thousands of Dollars Per Day. 


By David Rizzo 

H ow much can you afford to lose? For any CEO or manager 
in charge of a plant that purchases electricity in bulk, that 
question must be faced when considering the replacement of a 
power transformer. If one goes down, the loss of operational ca- 
pability is always crippling. The process gets interrupted, the as- 
sembly line halts, and information transfer stops in its tracks. 

Transformers seldom go down, but when they do, the effects 
to the bottom line are immediate and devastating. Beyond the 
lost income from the sudden stoppage of the production run, the 
risk of subsequent fires, fines, security lapses and lawsuits can 
quadruple the damages. The effects ripple throughout the orga- 
nization. Managers get fired and, if the outage lasts long enough, 
stockholders get angry. 

Utilizing a two-pronged approach, facility managers can 
stack the odds in their favor and prevent the loss of hundreds- 
of-thousands of dollars. Prevention prevails through the selection 
of quality transformers in the first place. Secondly, quick replace- 
ment with an exact match, can keep losses to a minimum. 

Identifying a robust transformer 

A basic knowledge of the design, construction and materials 
of power transformers provides facility managers — as well as 
those who sign the purchase order for such big-ticket items — 
with the ability to maximize the return on investment on what 
is arguably the heart of any industrial plant. More importantly, it 
can help prevent disastrous emergencies from taking place at all. 

Starting from the top, power transformers are required to 
step-down the higher voltages delivered by the electric utility 
company. Common types of transformers found in industrial 
plants include liquid-filled (so called because they use oil, or 
similar, for cooling purposes), and dry type transformers. Given 
that dry types are air-cooled, they pose less chance of leakage 
and fire risk. 

Whether oil-filled or dry, the design, construction and ma- 
terials used make a huge difference in terms of transformer reli- 
ability. 

The way the coils are wound around the core of the trans- 
former greatly affects its robustness. Because of increased axial 
forces acting at the corners of rectangular wound transformers, 
energy gets wasted and noise is created. On the other hand, volt- 
age stresses are halved between the discs of comb -wound designs. 


Hence, round-wound transformers stay cooler, run quieter, and 
present less risk of short circuit. 

Beyond the improved reliability factor, the increased effi- 
ciency of the round design saves costs in real time, as the plant 
consumes less electricity. Some wound round transformers even 
exceed the proposed efficiency standards for Energy Star com- 
pliance, drastically lowering utility costs for a plant. 

When it comes to the material used for the windings, copper 
is a superior conductor to aluminum because copper offers less 
resistance, hence less heat. If aluminum shows up in transform- 
ers at all, it’s because copper currently sells for about $6,500 per 
ton, whereas aluminum costs around $1,700 per ton. Yet, any 
savings gain here evaporates under operating considerations. 

Even insulation plays a major part in ensuring reliability. 
Temperatures can reach 200° C in a dry transformer on a daily 
basis; hence skimping on insulation can lead to disastrous con- 
sequences. Glastic fiberglass insulation or Nomex® provides 
significantly greater protection from fires and short circuits than 
paper insulation. Note that Nomex is used in racing suits for 
Formula 1 drivers to protect them from burns. 

What to do when the power goes out 

Any plant or facility that’s been in operation for a while is sub- 
ject to a sudden loss of power, since many transformer failures 
stem from the fact that so many older models are still in place. 

“The transformers that failed at our plant were 37 years 
old — definitely at their end-of-life cycle,” recalls Jonathon Peper, 
Senior Engineer at PacihCorp’s Wyodak Plant in Gillette, WY. 
PacifiCorp delivers electricity to more than 724,000 homes 
and businesses in the Northwest through 74 generating plants, 
61,500 miles of electric distribution line, and 15,800 miles of 
transmission line. “Faults, like voltage transients, that they were 
able to handle when new, are just the final last hurrah. Shorts 
occur because over the years heat and moisture degrade the in- 
sulation, especially paper.” 

Peper describes how in July of 2013, they lost a 1.5 MVA 
transformer that fed a critical piece of equipment. As a result of 
the fault, the entire plant went down. 

“When that happens, we have to purchase electricity from 
elsewhere at spot market prices,” Peper explains. “That down- 
time can cost us anywhere from $300,000 to $700,000 per day 


Powerline • November/December 2014 


www.EGSA.org 


37 




YOUR WORLD. CLEAN. QUIET. SAFE. 


id ,5 


UNIVERSAL 


Acoustic & Emission Technologies 


GET STARTED ON YOUR NEXT PROJECT TODAY! 

Learn more at: www.UniversalAET.com/power-generation/ 


Isn’t it about time a supplier put your needs 
above theirs? At Universal AET, our customer-first 
approach results in turnkey air management 
solutions matched to your needs. 

Email us: SOLUTION$@UniversalAET.i 
Call us: (888) 300-4272 



www.governors-america.com 

ENGINE CONTROLS 

All Major Engines & Fuel Systems 


MADE IN THE 



1TTTT7 


COMPATIBLE WITH 
ALL MAJOR BRANDS 

• BARBER COLMAN • HEINZMANN • GM • 

• WOODWARD • AMBAC • PERKINS • ISUZU • 

• SHIBAURA • KUBOTA • MITSUBISHI • MTU * 

• CUMMINS • VOLVO • MAN * MWM • SCANIA • 

• IVECO • DOOSAN • DEUTZ • YANMAR • 



Actuators 



FOR ALL APPLICATIONS 

POWER GENERATION 
OFF-ROAD 
MARINE 
COMPRESSION 
IRRIGATION 
MANY MORE 

FOR EVERY FUEL SYSTEM 

THROTTLE BODIES 
INJECTION PUMP ACTUATORS 
LINEAR ACTUATORS 

in place of stop solenoids 


Controllers 



FOR A COMPLETE SOLUTION 

AIR-FUEL RATIO CONTROLS 
IGNITION SYSTEMS 
MAGNETIC SPEED PICKUPS 
LOAD SHARING MODULES 
VOLTAGE REGULATORS 
DATA DISPLAYS 


38 


www.EGSA.org 


Powerline • November/December 2014 







TRANSFORMERS 


depending on variations in load peaks, day of the week and 
weather.” 

To rapidly stem such losses, transformer companies exist 
that specialize in emergency replacement. For mission critical 
applications, transformers can be prepped for shipping within 
a matter of hours. To ensure a rapid return to operation, any 
replacement transformer must duplicate “form, fit and function” 
as much as possible. 

“The biggest challenge we face is fitting the transformer in 
the enclosure and getting the existing switch gear to line-up,” 
says Tom Arnold, a Project Manager with Chapel Electric Co., 
LLC of Dayton, OH. “You can’t change the cabinet because 
there’s other gear on each side of it, so a full day can be wasted 
while we have to rework all the bussings.” 

Attention to details like duplication of the high and low 
voltage bussbars can spell the difference between a lengthy and 
costly replacement process versus a quick, cost-effective plug- 
and-play solution. 

“The guys we go to in Ohio come out and do held measure- 
ments, and then they go back to the shop and build it so that we 
can avoid such issues,” Arnold continues. “We’ve put in 13-14 
of their transformers and they line right up so it makes the job 
go a lot quicker. For instance, we did one rush job for a national 
airfreight company that suddenly lost its transformer. They or- 
dered a rental unit and they got it here in a couple of hours. We 
put it in and got them going again, so they could still run freight 
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that very same day.” 

Similar replacement success took place at the Pacific Power 
plant. “We got hold of a company in Cincinnati and they came 
back with a design that met the exact specification I was after,” 
says Peper. “They delivered a transformer that fit in the existing 
location without us needing to modify the enclosure or move the 
switchgear and the high side disconnect switch. We ended up 
buying a total of five dry type transformers from them. In every 
case we got a great design.” 

Saving more money by remanufacturing 

In cases where no exact replacement units are immediately 
available, many companies offer similar units for rent while the 
original plant transformer is remanufactured. This keeps plants 
fully operational until the original transformer — in like-new 
condition — can be placed back on the pad. 

Similar considerations apply when purchasing a recondi- 
tioned transformer as for a new one; except that the expertise of 
the remanufacturer plays a greater role. 

At the bottom end of the remanufacturing scale are trans- 
formers that are brought in, fixed up just enough to be opera- 
tional, superficially cleaned and then sent out the door. These 
won’t hold up as well as transformers that are completely refur- 
bished, and could leave your plant vulnerable once again. 

A more completely remanufactured transformer provides far 
greater security against failures. There should be a complete re- 
winding of the primary and secondary coils along with brand 
new high and low voltage bussbars. While the original core can 
be kept 90% of the time, even it must be replaced occasionally 
as older steel is less energy efficient than modern core materials. 

Attention to detail pays dividends in the remanufacturing 
process. Hand winding ensures the highest quality. Addition- 
ally, the deburring of the copper conductor helps ensure that the 
insulation won’t be punctured and create a short circuit. 

Ultimately, any remanufactured transformer must meet or 
exceed all NEMA, ANSI and IEEE standards. ■ 

About the Author 

In addition to writing this article for Electric 
Service Company (ELSCO), Torrance, Califor- 
nia-based author, David Rizzo, has penned three 
trade books, 200 technical articles and 500 
newspaper columns. Rizzo covers a wide range 
of topics, specializing in technology, medicine 
and transportation. 

For more information about upgrading aging transformers, 
contact: Electric Service Company (ELSCO); 5331 Hetzel Street, 
Cincinnati; OH 45227; 800-232-9002 or 513-271-1752; FAX: 
513-271-0543; info@electricservice.com or www.electricservice.com 
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- Chillicothe Metal USA, Chillicothe, IL - Member for Life 


An EGSA Gordon Johnson Lifetime 
Achievement Award Winner Today 
and Every Day 



hen we decided that our first 
installment for the EGSA Time 
Capsule Interviews was going 
to begin with the November/ 

December issue of Power- 

W m line , there were many names 
thrown into the ring. After all, we should have 
an impressive list of EGSA Members to inter- 
view after 50 years! 

For this first article, we specifically singled out 5 interview candi- 
dates who were not past presidents, but rather members who did a lot 
for the organization and in their own way, (each) holds a special place 
in our history. We recognize that not everyone aspires to hold an execu- 
tive position, but can still be involved in meaningful and memorable 
ways. If that category is to your liking, we know you will enjoy hearing 
about these fine people interviewed in the following pages! 

We hope that these EGSA member stories will inspire you to look 
at your own membership, to strive to make a better future for on-site 
power and to stay the course with us, as history has proven fruitful 
thanks to members like these 5 people and YOU! 

Our first interview subject is Ken Niekamp, retired from Chillicothe 
Metal Co (CMCO) since 2007. Ken was with CMCO for a little more than 
37 years, beginning with them in July of 1970. He began as a drafting 
teacher in the local Peoria high school, and feeling he was worth more 
than his salary, heard that CMCO was hiring. Bob Fennell liked him and 
hired him on the spot and the rest, as they say, is history. 

“I worked as an engineer for 3 years, completing the engineering 
drawings for a major project CMCO had going at the time. After com- 
pleting that project, I was moved up to Engineering Manager. I held 
that position for another 3 years before Bob came to me and asked if 
I would like to work in sales. My first comment to him was “I’ve never 
sold anything in my life”. He said why don’t you give it a try and if you 
don’t like it, the Engineering Manager position will still be yours. I soon 
found out that I enjoyed selling and after a short while, I became the 
Sales Manager. I held that position for 31 years,” Ken reports. 

Depending upon Ken’s position with CMCO, he was active in EGSA 
from 1976 until 1982 and then again from 1993 until 2007. While ac- 
tive, Ken served on the Board of Directors twice, from 1997 to 1999 
and again from 1999 to 2000. He was an author in both the 3rd and 
4th Editions of On-Site Power Generation: A Reference Book. We pre- 
sented Ken with the Leroy H. Carpenter Award in 2003 and in 2007, he 
received the Gordon Johnson Lifetime Membership Award. 


Who was the most influential person in EGSA at the time 
when you were active? Why do you think that is true? 

Ken Niekamp: “This is really a tough question to answer, as there 
have truly been many influential individuals during my active years 
in EGSA. However, I feel there is one individual that has done so 
much for EGSA and has had such an impact on so many in the 
industry. That person is Leo LeBlanc (Tidewater Consulting). 

Leo was always doing so much to help move EGSA forward to 
the future. Many in EGSA today still know this man for all his ac- 
complishments. ..Board of Directors Member, EGSA Past President, 
and conference speaker numerous times, chaired many EGSA 
Committees and was a fabled tennis champ. Leo was everywhere 
doing things to move EGSA forward. 

Regardless of how busy he was, Leo always had time to listen 
to EGSA Members and to help them better themselves in any way 
he could. I have loads of respect for Leo. You see, I was one of 
those many members somewhere along the line who he stopped 
to listen to. He made a big impact and impression upon me. Leo 
LeBlanc was definitely an influential person to me both personally 
and professionally.” 

What was your first impression of EGSA? 

Ken Niekamp: “My first impression of EGSA was not that great to be 
honest with you. When I first joined EGSA in the late seventies, the 
very first conference I attended was in New Orleans. I remember 
(as a fairly young guy) that most of the members were older than I 
was. I didn’t know anyone in particular at the conference and the 
whole thing was really intimidating. 

People didn’t just come up and talk to new guy back then, so I 
had to kind of force my way into “older gentlemen” conversations. 
As an aside, I also remember the conference speakers used to use 
“overlays” on projectors to help get their points across in their pre- 
sentations. Am I dating myself here? I do remember that I learned 
a lot from the presentations, but I wasn’t sure I wanted to attend 
more conferences, since I felt like a fish out of water at my first one! 

I became more relaxed as time went on and learned so much. 
You get to know people over time. That initial experience stuck with 
me though. ..that uncomfortable feeling at my first EGSA confer- 
ence is what drove me to help new Members at later conferences. 

I never wanted someone to feel like I did that first time. 

Later, as a Board of Director Member, I looked forward to go- 
ing to the “First Timers/New Members Reception” and making a 
point to talk to each and every person there. After talking to them, 

I would briefly describe each of our committees and suggest to 
them which committee I thought they would enjoy the most. I made 
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a point to introduce the 
new member to people 
at the conference that 
would have things in 
common with them, 
even if I was introducing 
them to one of my com- 
petitors. 

In my opinion, the 
purpose of that recep- 


tion was to make new 


people feel comfortable 
and for them to under- 
stand what EGSA has to 
offer them. Just as it was 
important for them to un- 
derstand what they could 
offer EGSA and its mem- 
bers. Everyone wants 
to feel accepted and 
so many new members 
have new insights on things that others may not have thought of.” 


What did you enjoy the MOST about being a 
Member of EGSA? 

Ken Niekamp: “Attending conferences on a continuous basis is the 
key to getting the most out of EGSA. Not only do you keep abreast 
of new technology and new strategies, but you continue to meet 
more people in the industry. To me personally, the most rewarding 
thing about being an EGSA Member was developing long lasting 
friendships. My wife Judy and I have stated frequently that we have 
a second family.. ..our EGSA family.” 

Did you bring your spouse to EGSA events and if so, please 
share anything you might wish to about their experience or 
that subject in general? 

Ken Niekamp: “Judy always loved attending the conferences and 
hanging out with the women while I did my “business thing”. She 
enjoyed the day trips that the ladies took and the shopping that was 
involved. She and I both have EGSA friends that we cherish. 

And yes, it’s not all that bad to have a friendly relationship with 
people who may work for a competitor. You soon discover they are 
nice people also! As an EGSA Member, you are in an elite club. 
EGSA is an elite group of individuals that are guiding and moving 
the On-Site Power Industry to the next generation. It’s nice to be part 
of a good group of people that are doing good things for society.” 


Top Left : Ken offers a great 
glimpse of EGSA. Here, his 
wife Judy takes home a prize 
presented by Executive Di- 
rector, Jalane Kellough circa 
1997. 

Top Right : Ken received the 
prestigious Gordon Johnson 
Lifetime Achievement Award 
during the EGSA Conference in 
Maui, HI in 2007. 

Bottom: In the late 90% EGSA 
offered a Couple’s Tour. Here, 
Ken and Judy enjoy Baltimore 
in 1997. 

that some of us laugh about to this day. I recall the EGSA event 
was in Vancouver, BC that year. We had all taken off on Sunday 
afternoon to enjoy the farmer’s market there. Judy and I found our- 
selves alone at the time and I suppose Warner Bauer and his wife, 
Donna, must have seen us from across the way, so he snuck up 
behind me and attempted to take my wallet from my back pocket. 

That little trick almost got Warner cold cocked, as I thought he 
was a pickpocket and stopped myself from connecting with his jaw 
just in the nick of time. We still laugh about that to this day, and 
Nancy and Herb Whittall were also in tow!” 

Did you ever aspire to be in a leadership position within 
EGSA and if so, what role and why.. ...or if not, can you 
share the reason why? 

Ken Niekamp: “During my tenure with EGSA, I had the opportunity to 
take a leadership position. When asked to join the Executive Com- 
mittee, the timing just wasn’t right for me and my family. We had 
just gone through a family health issue with our granddaughter. I 
felt at that time that I needed to focus on family and not the Execu- 
tive Board. Thankfully, everything worked out for our granddaughter 
and she is a happy teenager today. Had the timing been different, 

I certainly would have been proud to serve as President of EGSA. 

I also enjoyed being behind the scenes, doing whatever I could to 
help EGSA. 

I was on the Membership Committee for numerous years. It was 
a nice feeling to know that in a small way. I may have had some- 
thing to do with helping EGSA grow its membership.” 



Any great rivalries or fun stories to 
share? 


Ken Niekamp: “I was one of the golfers, 
not one of those sissy tennis players, 
haha. Watch Herb Whittall get riled up 
at that, but seriously, there is one story 
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If you could tell a prospective member one thing 
about your experience as a Member, what would you 
impart to them? 

Ken Niekamp: “If a new company was thinking about joining EGSA, 
I would say, “do it without hesitation.” The rewards enjoyed from 
being an EGSA Member are enormous. The engineering world and 
standby power users do look at who is an EGSA Member. Often, 
those companies look locally for EGSA Members who may help 
them with questions. 

EGSA and its Members are the movers and shakers in driving 
the On-Site Power industry in the direction it needs to be driven. Do 
you consider your company a leader in your line of business and 
one that has abilities to help drive the industry? If so, join up with 
EGSA and get your name listed with the other “Elite” businesses 
whom are already Members. 

Another tremendous advantage of joining EGSA is that it gives 
a company another avenue to help its employees grow. EGSA is 
such a terrific educational organization. EGSA’s On-Site Power Gen- 
eration: A Reference Book (the Bible of Standby Power) is a book 
written by our Members and is used at some tech universities for 
classroom credits. The EGSA “George Rowley Schools of Power 
Generation” are also a must for any new individual coming into the 
On-Site Power Industry. 

Once you decide to become an EGSA Member, you will immedi- 
ately start becoming part of the EGSA family. You will make good 
and lasting friendships and it is one of the best social avenues you 
will ever encounter.” 

Where would you like to see EGSA headed in 
the next 50 years? 

Ken Niekamp: “Someday, it would a great service to the dealer 
distributors if EGSA could have its own technical school for new 
people to learn the service aspect of maintaining a generator set. 

The industry obviously needs more trained service people to help 
it grow and maintain the professionalism it deserves. If EGSA could 
expand its current schools into a 2-year college Associates degree 
program, I think that would bean achievable goal for the Association. 

The syllabus is already written with the reference book as a 
guide, formulate the classes and find a place to hold it! While it 
would be a big undertaking, what a reward for our industry! It is the 
most important thing we could do for the industry. A good service 
person is hard to find!” 


Tell us about your hobbies and interests outside the Power 
Generation Industry. They can be past hobbies or what you 
are up to at the moment! 

Ken Niekamp: “My hobbies during the EGSA years were golfing, fast 
pitch softball, bowling and darts. Today, my hobbies are golf and 
watching our grandkids in school activities (snare drum line in the 
marching band and show choir) and watching them play school 
athletics (football, basketball and track). Our granddaughter also 
plays volleyball, softball and basketball. 

CMCO was, and still is, a strong supporter of EGSA. This al- 
lowed me to attend most of the conferences while active in EGSA. 

I cannot emphasize enough the great relationships that are built 
with other EGSA members by attending the conferences. Plus, you 
are kept abreast of new technology and standards in the power 
industry. I retired from CMCO on June 29, 2007 after 37 years of 
service with them. The company gave me a wonderful retirement 
party with all employees in attendance plus my immediate family 
surrounding me during the day. I cherish the relationships I devel- 
oped with customers during those 37 years and still stay in contact 
with some of those customers today. While some are still working 
and some are retired we still talk about projects we did together 
and how they are doing in business today. But more importantly 
we catch up on each other’s lives and how our families are doing.” 
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- Caterpillar, Inc - Member for Life 


From Gordon Johnson Lifetime Achievement 
Award Winner to EGSA Technical Advisor, EGSA 
Member Since 1984 


H erb Whittall is one of those 
people that you meet, whether 
it is personally or professionally, 
and you just know you’re going 
to end up enjoying his company. 

He is intelligent, witty, he knows 
just about everyone in the business and he 
has a real fire in his belly for subjects relat- 
ing to codes & standards in the Power Gen- 
eration industry. He also has another secret weapon in his arsenal.. ..if 
he doesn’t captivate you, his lovely wife, Nancy will! 

Herb, always one to give credit where credit is due, recounted, “I 
joined EGSA in 1984, after my boss (who had been an active EGSA mem- 
ber) retired from Caterpillar. I took his place in EGSA after that. I remem- 
ber that I brought my new wife, Nancy, to her first EGSA event just after 
we were married. That conference (in 1986) was held in Boston, MA. 

I attended the Codes & Standards Surveillance Committee Meeting, 
although it wasn’t called that back then, where I met Warner Bauer 
(Kickham Boiler) for the first time. Nancy went to the wives’ function 
and met Donna Bauer. From that first meeting, I ended up getting in- 
volved with the Codes & Standards and the Co-Generation Commit- 
tees. From there, I was asked to join the Board of Directors of EGSA in 
1993. After I retired in 1995 from Caterpillar, I was asked to take on 
the role of EGSA Technical Advisor in 1996. I believe my friends, the 
Bauers’, and my wife Nancy were very influential in my career at EGSA. 
I really wouldn’t want it any other way.” 



Who was the most influential person in EGSA at the time 
when you were active? Why do you think that is true? 

Herb Whittall: “The most influential person in EGSA for me to this day 
remains Warner Bauer, along with his wife Donna. They brought us in and 
between the 2 of them, they kept us here. There’s a lifelong friendship 
attached to this Association from day one, thanks to these great friends 
and relationships that came out of EGSA.” 

Do you recall a story that epitomizes EGSA colleagues 
working together for the good of the industry (not just 
themselves, or the firms that they work for)? 

Herb Whittall: “I am happy to say that my story on EGSA colleagues work- 
ing together for the good of the industry is actually one that is happening 
right now. What Steve Sappington ( Caterpillar, Inc.) is doing now with the 
Working Groups from the Codes & Standards Surveillance Committee to 
work to improve UL 2200 and the NFPA Standards is a good example of 
Members working together for the industry and not just their own brand. 
Steve is working with people like Jeff Jonas (Generac Power Systems), 
Steve Oxtoby (Kohler Power Systems) and Randy Engelmann (Cummins, 
Inc.) among others, to really make a difference in the safety of on-site 
power. The common denominator is EGSA.” 

What did you enjoy the MOST about being 
a Member of EGSA? 

Herb Whittall: “Working with people in the electrical industry to better 
our lives is the short answer, but there is so much more value that goes 
beyond just making a difference. It is the way that we go about doing it. 
EGSA has a solid membership base. You would be hard pressed to find 
a greater group of people working for the common good. I have always 
been inspired by that.” 

Did you ever aspire to be in a leadership position within 
EGSA and if so, what role and why.. ...or if not, can you 
share the reason why? 

Herb Whittall: “No, the timing just wasn’t right. I retired from Caterpillar 
right after my stint as Board member and therefore, could go no further. 
Very shortly after retirement, I was asked to follow in Gordon Johnson’s 
footsteps as Technical Advisor, so in a way, I guess EGSA has still been 
in my life!” 

Any great rivalries or fun stories to share.. ..any fun antics, 
tricks played, general good fun to report? 

Herb Whittall: “Leo LeBlanc (Tidewater Consulting) and Steve Stoyanac 
(Chillicothe Metal) used to go at each other all the time.. .Leo for Tennis 
and Steve for Golf. As time went on, the tennis players got older (our 
knees started going bad) and no one seemed to step up from the younger 
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generation, so the tennis 
tournament slowly went 
by the wayside. It actually 
got so bad that by the time 
we had our convention in 
Nashville in 1999, we only 
had 4 people who played. 
I always play tennis left- 
handed, but at that time, 
I felt so bad about the skill 
level of the opponents 
that I played right-handed 
so I wouldn’t have to feel 
bad later. “ He adds, “Of 
course now we have the 
Third Activity, so while we 
all may still have a com- 
petitive streak, it is more 
about relationships and 
making new fun memories 
together.” 


Where would you like to see EGSA headed in the next 50 years? 

Herb Whittall: “I think one of the best ways that EGSA could achieve 
more awareness would be in the global community. For starters, I would 
like to see our association have closer ties with AMPS - the English 
equivalent of EGSA. 

I am also a firm believer in developing standards that cross geograph- 
ical lines, so additional in-roads with the International Standards Orga- 
nization (ISO) and the International Electrotechnical Commission (IEC) 
in their standards making would also help EGSA further our cause in 
different countries, not just Canada and Mexico. 

Many years ago, I attended a standards meeting held in New Orleans. 
The speaker for the meeting was from the Alabama Mercedes Plant and 
one point he made that day has never left my mind. He told the group 
that if every country were to have the same standards then each Mer- 
cedes vehicle could be built for approximately $2,000 less. I’d like to see 
that same kind of advantage made possible in our industry one day.” 

How do you think new members can benefit most 
from their involvement in EGSA? 

Herb Whittall: “It has been my experience that Members can benefit 
from their contacts at EGSA conferences with people who are in the 
same field as they are, or with suppliers in their field. I always tell new 
Members and First Timers that the more effort they put in, the more 
benefit they will get in return from their membership.” 


Top Left : Nancy & Herb at 
EGSA Conference 1990. 

Top Right: Cancun 1995: 

Herb & Nancy Whittall, War- 
ner & Donna Bauer, Raul & 
Alicia Arrando, Don & Claire 
Panetta, Randy & Nancy 
Weimer. 

Bottom: EGSA 1990: 

Claire & Don Panetta, Donna 

Can you recall a Story on & Warner Bauer, Nancy & 
any Of our products (such as Herb Whittall, Gloria & Paul 

Powerline, the book, Buying Johnson, Nancy & Randy 
Guide schools, etc.) that Weimer. 
might be impactful for a 
younger reader today? 

Herb Whittall: “Well, it relates to one of our products, but was 
probably more impactful to me personally. Many years ago, 

I went to the Engine Sales Manager at Caterpillar, who was a 
friend, and convinced him that the EGSA Annual Buyers Guide 
Directory was a good bargain for publicity for the Caterpillar dealers. He 
agreed with me and sent a note to the dealer Principals. From that note, 
some 20 Caterpillar dealers joined EGSA. It was a pretty proud moment, 

I would say.” 

Tell us about your hobbies and interests outside the Power 
Generation Industry. They can be past hobbies or what you 
are up to at the moment! 

Herb Whittall: “Well, let’s see, I work with the Government of Vero Beach 
as a long-standing member of the City’s Utility Commission. I am the City 
representative on the Metropolitan Planning Commission, which deter- 
mines how the City will grow, what roads need to be built, etc. 

For 11 years, I was a Board Member of the Indian River Symphonic 
Assn., which brings in national and international symphony orchestras to 
Vero Beach for concerts. I am also a current member of the Exchange 
Club of Vero Beach which gives $30,000 in scholarships to local high 
school students annually. I still find time to play tennis several times a 
week and I have been teaching sailing to the local high school sailing 
team. I have done many other things, but these are the more current 
interests.” 

Herb Whittall is only the 2nd person to hold title of the EGSA Techni- 
cal Advisor. As mentioned earlier in his interview, only he and Gordon 
Johnson of Kohler, Co. have held the title. Herb is a recipient of the Gor- 
don Johnson Lifetime Membership Award from EGSA, as one of only a 
handful of people who have won the award, without also holding the title 
of EGSA President. 

Herb also writes a bi-monthly column in Powerline Magazine that re- 
ports on EGSA issues relating to codes and standards in the industry. He 
is an integral part of EGSA Board and Staff business. 
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- Western Branch Diesel, Portsmouth, VA - Active EGSA 

Member since 79' 

Age is Just a Number When 
You’re Casey Jones... 
ahem, Charles Gould 



owned and operated by the Haneman family since in 1946. Charles’ 
father-in-law, Herbert A. Haneman, Sr., founder of the company, died at 
the early age of 57 in 1972. Charles joined the company in 1964 as a 
service clerk, writing repair orders and warranty claims, more than 50 
years ago (as of April 2014). 

Initially working from a small waterfront shop as a marine service 
facility in Portsmouth, VA, today, WBD operates out of 9 branches lo- 
cated in Virginia, West Virginia, Ohio, Kentucky and North Carolina. 

Western Branch Diesel customers are users of Detroit Diesel, 
MTU, and all other diesel engines. They also perform service on Al- 
lison automatic transmissions and related equipment. In 1952, WBD 
was awarded the Detroit Diesel distributorship for Virginia and later (in 
1987) acquired Ray C. Call Detroit Diesel/Allison, Inc., which expanded 
their market to include Southwest Virginia, West Virginia and portions 
of Ohio, Kentucky and Maryland. Today, they employ close to 300 team 
members, including more than 150 technicians, many of which, are 
EGSA Certified. 

WBD is still family-run to this day. Most Members who attend EGSA 
Conferences know Charles’ eldest son, Chuck Gould, who is the Gener- 
al Sales Manager for WBD and attends our events with his wife, Sarah. 
“Chuck is always in the group that plays golf at the EGSA events. He 
seems to win a lot, I think. I guess he was paying more attention while 
playing in the sand traps than I thought,” jokes Charles. (More on that 
sand trap story in the interview!) 

Charles and his wife, Helen, attend regularly and remain very active 
in the business and in EGSA. They also have a daughter in the busi- 
ness, Elizabeth, who is a staff accountant. Then there’s also a younger 
son, Chris, who is the Marketing Manager for WBD. “Chris is 6’5 or so 
and Chuck 6’3...boy did our Elizabeth get cheated; she is, at best, 5’1,” 
he furthers. 


Who would you say has been the most influential person to you 
personally in EGSA? Why do you think this is true? 

Charles Gould: The most influential person when I joined in 1979 was Art 
(Arthur) Coren of Zenith Controls, Inc. Art took me around and introduced 
me to a lot of the Members and got me involved in the tennis matches as a 
score keeper, because I had a cast on my foot and couldn’t play golf at that 
time. I had a great time and had never played a tennis match in my life. I 
was and am a golf person, even though I can’t play anymore.” 

What was your first impression of EGSA? 

Charles Gould: “Hands down (and I tell this to everyone about EGSA when 
they inquire), I have attended a lot of business association meetings. In 
most cases, our company has belonged to some of them for many years, 
I have never attended a meeting where the members are friendlier, the 
wives included, as with EGSA. 

I also recall attending a lot of EGSA meetings alone when I first joined. 
I wanted to see if it would be a fit and our company would benefit from me 
being there before I started bringing my wife (of now almost 50 years next 
February). We enjoy traveling together and she has also made many friends 
with other wives and some very good friends I would add, like Donna Bauer, 
Joan Daugherty, Nancy Whittall and Abby Petty, just to name a few. 

I think I started bringing Helen to conferences after the 5th or 6th con- 
vention, I can’t say I recall the very first time, but I do remember vividly 
that it was after the year Virginia got 18 inches of snow and I was in warm, 
sunny Florida and Helen was home with the kids and all that snow. I also 
remember it because I ended up meeting Johnny Bench (of Cincinnati 
Reds fame) in the elevator!” 

Do you recall a story that epitomizes EGSA colleagues 
working together for the good of the industry (not just 
themselves or the firms that they work for)? 

Charles Gould: “I think most would answer that question broadly, and 
share a story about EGSA Committees in general with all the work that 
gets accomplished at that level. The one that stands out for me is the 
work on the C&C Committee. It’s a tough job coming up with programs 
that will keep members in their seats and not have a speaker that is pro- 
moting their products. I think over the years that has been accomplished 
with very few slip ups, if you will. 

Art is also the one who asked me to join the Committee. Even back 
then, we decided where the next meeting would take place as well as set 
the meeting agenda. As I recall, the agenda had to be approved by the 
Board of Directors.” 

What do you enjoy the MOST about being a Member of EGSA? 

Charles Gould: “What I enjoy the most about EGSA is the membership. If 
you look at the size of our membership and all the different companies 
and products we represent, it’s great to be able to get together and hear 
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what our membership has 
to say is taking place in our 
industry and talk with them 
in the setting that EGSA 
creates wherever we go. 

My drill instructor in the 
Air Force told me you can 
learn a lot when it’s not 
your own mouth moving 
and to pay attention to all 
the things going on around 
you. EGSA goes to some very nice locations and I enjoy that, as does Hel- 
en, but in our business and our personal lives, we travel a lot. So, it’s not 
where we go for us, but being with the EGSA family and maybe picking up 
a hint of a new product that will help our company sell more means a lot 
to me personally. 

We have walked on the Great Wall in China, visited Ireland, England 
just to name a few and here in the states, we have seen a lot of our own 
beautiful country. With EGSA, no matter where we go, we are always with 
someone we know and someone we enjoy being with, so it is not just like 
attending another conference or meeting.” 

If you could tell a prospective EGSA Member one thing about your 
35-year experience as a Member, what would you impart to them? 

Charles Gould: “That’s a hard question only because EGSA offers so 
much value to its membership. If you want to belong to an association 
who, in your field, has the vast majority of products that you are inter- 
ested in, a membership who knows his/her products inside and out and 
who wants to learn more from attending a convention than reading a 
publication and be accepted right away by its members, then you need 
to be a member of EGSA, no question about it. We have the products, 
the people, we have our own school to train your employees and we do it 
all with a membership of the best people in our industry, in my opinion.” 

Did you ever aspire to be in a executive leadership position 
within EGSA and if not, can you share the reason why? 

Charles Gould: “Did I ever aspire to be in an executive leadership position 
with EGSA? I would have to say no. I guess I don’t consider myself quali- 
fied. I served on the EGSA Board of Directors from 1989 to 1991 and it 
was a very educational experience for me to serve and I enjoyed doing 
that. I would have to say no on the Executive Committee though. I guess 
I don’t consider myself qualified. 

I served and still belong to the C&C Committee, although, I do not 
attend 100% of the meetings any longer, because I need to split my 
time of sitting and standing 50/50%.(l don’t like the fact I would get on 
someone’s nerves by getting up and down while the meeting is going on). 

I have also held leadership positions in my community that might 
have interfered with holding down the job of EGSA President! In my local 


Left: Here is Charles in the 
late 70’s holds the ribbon in 
place for a ribbon cutting at 
Western Branch Diesel. 

Right: Charles Gould, West- 
ern Branch Diesel, takes time 
out for the smaller things in 
his life, like his grand baby 
and model trains. 

Kiwanis Club, I was President for 2 years, went on to be Lt. Governor for 
our 21st Division in 1984 and was President of the Suffolk Police Auxil- 
iary for 3 years (and then Secretary for many years), but it’s a far cry from 
being the leader of an association like EGSA.” 

Tell us about your hobbies and interests outside the On-Site Power 
Generation Industry. They can be past hobbies or what you are up 
to at the moment! 

Charles Gould: “I have a lot of interests outside of work. I had 50 years 
with our company this past April, and for a long time, I traveled so much 
that it didn’t leave much time for a hobby. First and foremost, my fam- 
ily always comes first and I enjoy being with them. I have a 6 year old 
granddaughter (Paxton Ray Gould) and Helen and I get so much pleasure 
being around her. She is already smarter than I ever was, corrects me all 
the time and gives me a grin. 

My best friend (Sandy) and I have been friends for some 54 years or 
so, and he got me interested in the game of golf and just as I started 
getting into it good, he had to stop playing due to bad feet, but I keep 
playing. I can remember taking Chuck when he was small with me one 
day and I was trying to get 9 holes in before the end of the day. While I 
was on the green putting, Chuck was in the sand trap playing and making 
things and I had to rake the traps out on every hole, I think. 

I also collect LGB trains (Lehmann Gross Bahn, G-scale model trains), 
you can run them outside and not worry about them getting wet and 
although I do have one set up in a nice display area Helen decided that 
I needed, 99% of what I have, I keep above our 3-car garage with tables 
set up and track screwed down with buildings and trees and animals etc. 

I really enjoy that. I am also an avid Green Bay Packers fan, still attending 
games with Helen! 

I enjoy working in our yard even with a bad back and new knee (or 
should say, half knee). When I get outside, I often won’t even come in 
for lunch because if I do I know I won’t feel up to getting started again so 
I just stay until I finish what I started. 

Then there is our dog Ember, a Shetland sheepdog that Helen calls 
my dog but I think she loves Helen as much; she just makes more over 
me (the dog, not Helen) and hates it when I go to work or leave her for 
anything and will not tell me goodbye in the morning.” 
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- Pritchard Brcwn, Baltimore, MD - Member 7B'-8G' 


Not One to “Toot Her Own Horn,” Susan Brown Sits Down with EGSA for a 
Look at the 1970s and 80s when we were known as the Electrical Generating 
Systems Marketing Association (EGSMA) 


W e did our homework tracking 
down this EGSMA Member 
and the efforts paid off! It all 
started when the prep work 
was beginning for the 50th 
Anniversary. Michael Pope 
started looking into fun statistics within the 
Buying Guides (dating back to 1965) and as 
he dug deeper, so did we. 

The first thing that struck this interviewer was that there was only 
one female name listed anywhere, other than the Associate Director 
(EGSMA Staff) at the time, listed anywhere in any book until 1977 and 
her name stood out in more ways than one. First, Pritchard Brown to 
this day remains an active member of EGSA and this woman was both 
a Pritchard and a Brown (no one else can claim this) and secondly, it 
made us curious about the relationship of women to our history in the 
last 50 years. 

While Susan Brown was never an EGSMA Board Member, she cer- 
tainly would have been qualified, even by our standards established 
in 2008. Susan authored 2 chapters in our 1st and 2nd Editions of 
On-Site Power: A Reference Book, she presented on the topic of Sound 
Attenuation, she actively attended our annual events and she most as- 
suredly, had a voice in On-Site Power! 

When Susan Pritchard joined EGSA Member firm, Pritchard King, 
she was already married to her husband, Tom Brown. Her dad, Ken- 
neth Pritchard had originally started the firm in 1947. Truck bodies 
made up the majority of their business at the time. 

When Mr. Prichard was getting ready to retire, he asked if Susan 
and Tom would be interested in joining the company, because he was 
pretty adamant about retiring at 65. “Tom and I were happy to have the 
opportunity to work together. Later we were able to put together financ- 
ing to buy out the original investors, and at that point, we changed the 
name to Pritchard Brown,” Susan recalls. 

“In the truck body business, competition was tough, as it was a very 
regional market. Tom wisely recognized that the specialty enclosure 
and generator market was the area where we should concentrate our 
efforts, because we were selling our brains, not just the metal. One of 
the things that set us apart from other companies is that our enclo- 
sures were aluminum, light weight and low maintenance. Our experi- 
ence with custom design made us very adaptable and innovative, es- 
pecially for large projects and unusual locations. I was active in EGSMA 
from around 1976 until we sold Pritchard Brown in 1986.” 


What was your first impression of EGSA? 

Susan Brown: “EGSA was very male, very professional and very friendly. 
I was comfortable in the environment, as I had worked in several pre- 
dominately male industries by the time I began attending EGSMA events. 
Prior to joining Pritchard-King, I sold main frame computers for RCA and 
by 1970, became the first Director of Data Processing (and only female 
department head) for Camden County, NJ. 

What impressed both my husband and me the most about EGSA was 
the membership itself shared our own business philosophy which is, “Be 
a problem solver and the rest will take care of itself.” 

EGSMA recognized that there were significant problems to be solved 
in the late 70s. The industry was really starting to grow, and one of the 
defining moments that stands out clearly in my mind was the New York 
City Blackout on July 13, 1977. 

The Blackout lasted about 24 hours; it essentially shut down the City. 
It wasn’t just a matter of inconvenience, but of public safety. That event 
spurred more corporations and governmental agencies to acquire on- 
site power, and it changed public perception on the importance of our 
industry.” 

Were you a Member of any particular Committee? If so, do you have 
a particular story you would like to share about that experience? 

Susan Brown: “I was on the Conventions Committee and remember that 
we were to be very careful about selecting the locations for EGSA events. 
We wanted to be equitable in choosing which part of the country would 
host. However, there were only so many locations which were nice during 
the time of year that EGSA chose to meet. It was a real challenge back then. 

But the thing that stands out most when you mention EGSA Com- 
mittees and their relevance in EGSA’s history is the specifications that 
the Members wrote. Think about the big cities at that time. Many were 
already built out. In order to accommodate equipment for generating 
power, space requirements and noise control were issues. 

Prichard Brown developed great expertise in noise control for gen- 
erator sets. One particularly interesting project I worked on was a large 
sound attenuated generator set which was placed on the roof of the 
American Express building in New York City. (A portion of Water Street 
was blocked off on a Sunday morning so that a crane could lift the large 
system to the roof). EGSA was able to develop specifications needed by 
engineers, contractors and owners to allow the many individual compo- 
nent suppliers and packagers to work together to fill those needs.” 

Who was the most influential person in EGSA at the time when 
you were active? Why do you think that is true? 

Susan Brown: “People like Gordon Johnson, of Kohler Inc., worked very 
hard at codes & standards. His group worked to sublimate all of the 
company egos and come up with something that would be helpful for ev- 
eryone. The development of terms, training materials and classes make 
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up an extremely important 
part of the EGSA legacy - 
a legacy of which they can 
be justifiably proud.” 

If you could tell a pro- 
spective member one 
thing about your expe- 
rience as a Member, 
what would you impart 
to them? 

Susan Brown: “Based on my personal experi- 
ence, anyone joining EGSA would be advised 
to listen a lot, because what you learn from 
others is so valuable. I found the Members 
to be great “sharers” and it was worth every 
bit of time and money that the company in- 
vested to send us. 

Attend with the right attitude, that of 
a sponge, and then participate. ..you also 
have to give back when appropriate. I gave a presentation on Sound 
Attenuation at one of the larger breakout sessions one year to a big 
crowd. To organize the information, and then share it with others was a 
lot of work, but I felt great about sharing it once it was over. I later gave 
the same presentation to a group from the US Army engineering school, 
which at the time was headquartered at Fort Belvoir, VA.” 

Can you recall a story on any of our products (such as Powerline, 
the reference book, schools, etc.) that might be impactful for a 
younger reader today? 

Susan Brown: “I wrote a chapter on noise control in the first and second 
Editions of On-Site Power A Reference Book. Charlie Gears (EGSA Past 
President 2002) also wrote a chapter on enclosures and at the time, he 
was Vice-President of Engineering at Pritchard Brown. Again, being a mem- 
ber is a two-way street.” 

Did you bring your spouse to EGSA events and if so, please 
share anything you might wish to about their experience or that 
subject in general? 

Susan Brown: “Tom would come with me as often as he could, but for both 
of us to be away from the plant did not always make sense. On a number 
of occasions I would attend with one of our employees, such as Char- 
lie Gears. Charlie was very active on several committees and of course, 
ended up being President of EGSA.” 

Tell us about your hobbies and interests outside the Power Genera- 
tion Industry. They can be past hobbies or what you are up to at the 
moment! 

Susan Brown: “After we sold the company, we moved to Naples, FL. Both 
of us have been very active in community volunteer work. I have gotten 
back into my first love, classical music. I play piano for my own enjoyment. 


Top Left & Right - Then - 
Susan, in 1983, along 
with EGSA colleagues at 
our winter event in Tapi- 
tio, AZ. 

Now - Susan and Tom- 
Brown in a recent photo 
that was taken in Naples, 
FL, where they reside. 


Bottom Left - From her days of formal 
photos (made for EGSMA) Susan Brown 
was one of the first women members of 
EGSMA. 

Bottom Right - Of course she still has the 
book! Susan Brown contributed a chapter 
in both the 1st and 2nd Editions of On- 
Site Power: A Reference Book. Her topic 
was Sound Attenuation. 


A particular passion of mine is supporting the Naples Philharmonic Or- 
chestra. I participate in fundraising for the Orchestra and its youth music 
education programs. Retirement has allowed Tom to pursue his passion of 
painting landscapes in both oil and pastel. These days, I am delighted to 
be a “certified artists’ assistant and critic,” and do his framing and main- 
tain his website.” 

Where would you like to see EGSA headed in the next 50 years? 

Susan Brown: “I would like to see EGSA tackle a national initiative such 
that regulatory codes for residential gensets would encourage, rather than 
prevent, their installation. We had personal experience with a project like 
this recently, and even with our knowledge of systems and placement, it 
was difficult to comply with local codes. For instance, set-back exceptions 
are made for locating air-conditioning and swimming pool equipment, but 
not for standby power. I believe that many homeowners would love to be 
more self sufficient in emergencies, and equipment packages are readily 
available.” 


Above - Blending the histories. ..on a recent visit to Baltimore, Susan & 
Tom Brown visited Pritchard Brown. (L to to R: Bemie Sigwart - VP of 
Operations, Mike Witkowski - COO, Susan Brown - Former VP, Tom 
Brown - Former President, Rob Fennell - President 
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I 


- Nixon Power Services Co - EGSMA Distributor Dealer 


Trailblazer in the Engine Generator Set 
Manufacturers Association (EGSMA) 


R oger Bowman was just mind- 
ing his own business one day 
(sometime around 1971) when 
he happened along a refer- 
ence of the Engine Generator 
Set Manufacturers Association 
in a trade publication. He doesn’t even re- 
member the exact magazine, but something 
made him pick up the phone to learn more. 

He doesn’t remember more than that, except to say that he saw op- 
portunity. 

Roger also remembers a slightly different Association than most of 
us do. “As I recall, I read about it (EGSMA) in a publication and made 
some phone calls, invited myself and went,” the Chairman Emeritus 
for Nixon Power Services remembers. “I was one of the first distribu- 
tor members and it really was a different time back then. It wasn’t 
typical for any industry to get a large group of competitors together. 
People were very guarded in the 70s. I sometimes got the feeling we 
were scared of one another, not like it is today, with best practices and 
industry standards. It was really a different time.” 

“At the time, I was in graduate school, had a young family and I was 
eager to finish in 2 years. I remember my first EGSMA meeting was 
in Chicago, at the Sheraton on Mannheim Road. You didn’t travel on 
Sunday, so it was a Monday-Tuesday conference. There was a panel 
with 3 manufacturers, 1 distributor and a topic. I am not sure it was 
educational, but it sure was memorable and fun,” he laughs. 

Roger Bowman began his career with Nixon Machinery in 1965, 
later serving in various positions with Nixon Detroit Diesel, becoming 
the founding President & CEO of the present Nixon Power Services Co. 
in 1991, when it became a division of Geneva Corp. He also served as 
Chairman of the Kohler Distributor Council for 8 years. 

Roger sat down with us to gain a bit of perspective as one of our 
initial DD Members in the early days of EGSA! 


Who was the most influential person in EGSA at the time when 
you were active? Why do you think that is true? 

Roger Bowman: “I was active in EGSA from 1971 until the early 1990s. I 
would say that the most influential person for me was probably John Ford, 
who was President when I first joined in 1971. At that time, a lot of the 
focus of the organization was on military business. John was the first to 
promote the inclusion of distributor members and to begin a shift toward 
focusing on commercial markets as well.” 

What was your first impression of EGSA? 

Roger Bowman: “My very first impression was that I was probably in the 
wrong place, but in a few years, with more distributor members, I knew I 
had made a good decision by getting involved.” 

Where would you like to see EGSA headed in the next 50 years? 

Roger Bowman: “I think the track that EGSA is currently on is a good one. 
We have been members now for 43 years and I think that speaks volumes 
for how Nixon feels about EGSA. We have several members of the Nixon 
team that stay actively involved with EGSA. As you know Rick Morrison is 
currently serving on the Board of Directors, Ron Stanley, our CEO attends 
regularly and Ken Cockerham has provided technical presentations on be- 
half of the Association on several occasions in the past few years.” 

How do you think new members can benefit most from 
their involvement in EGSA? 

Roger Bowman: “Seek to become a member of a committee or sub-com- 
mittee. Like any organization, your rewards are generally based on the 
effort you put in to it. Committee work is important to the organization, 
but it also provides a track to keep members involved in the work of the 
organization.” 

What did you enjoy the MOST about being a Member of EGSA? 

Roger Bowman: “I think I enjoyed my years serving on the Board of Direc- 
tors the most. I was also involved in the hosting and securing of speak- 
ers for an annual meeting in Nashville in 1978 when Arthur Coren was 
President.” 

Did you ever aspire to be in an executive leadership position 
within EGSA?” If not, can you share the reason why? 

Roger Bowman:“l believe that I was the first distributor member to serve 
on the Board of Directors. This gave me an opportunity to further promote 
the inclusion of distributors in the organization and broaden the member- 
ship to include all aspects of the power generation industry.” 
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Were you a Member of 
any particular 
Committee? If so, do 
you have a particular 
story you would like to 
share about that experi- 
ence? 

Roger Bowman: “I don’t 
recall a specific committee 
story, but I do remember 
that I served on a least 2 
panels that were a part of 
annual meetings. These 
panels typically included 
an alternator manufac- 
turer, an engine manufac- 
turer, a switchgear/trans- 
fer switch manufacturer, a 
distributor (there were not 
many of us) and a genset 
assembler or manufacturer. 

I was also a speaker at one of the annual meetings in the mid-1970s, 
and spoke on the importance of power systems distributors in the dis- 
tribution channel. Remember that we (distributors) were struggling for 
relevance in the organization at that time.” 

If you could tell a prospective member one thing about your 
experience as a Member, what would you impart to them? 

Roger Bowman: “EGSA is the organization that represents the entire chain 
within the industry, from concept to commissioning, operating and ongo- 
ing product support. All elements of the industry need each other and 
this Association provides a forum to promote the industry and support its 
Members.” 

Tell us about your hobbies and interests outside the Power 
Generation Industry. They can be past hobbies or what you 
are up to at the moment! 

Roger Bowman: “I am a hunter and a dog trainer, so I like being outdoors. 
My dogs (German Shorthair Pointers) are raised to locate and point upland 
game birds, like quail and pheasant. My hunting is generally focused on 
pheasant in North Dakota and quail in West Texas and here in Georgia.” 

Another interesting fact about Roger is his avid genealogy research. 
He has identified more than 200 immigrant ancestors in the last 25 
years, including original Jamestown settlers and Mayflower immigrants. 
He also lives on an 80-acre farm that was once a part of the original 
farm he grew up on. 

We hope Roger will join us in Jacksonville to celebrate EGSA’s 50th 
anniversary. As you can see from some of the photos, he has been busy 
celebrating the Nixon 100-year milestone this year! 


Top Left & Right - Then 
and now. ..Roger Bowman, 
a trailblazer in power gen- 
eration, will celebrate 50 
years in the industry next 
year! This first photo was 
taken at a job site, Radnor 
Towers, in Nashville, TN 
during an installation of a 
system. Also pictured is Ru- 
ben Wilson (deceased) who 
was the Sales Manager of Nixon Power at the time. 

The Now photo took place a few weeks ago at the Nixon Power Services 
branch in Atlanta. Also pictured with Roger here is Justin Blount, Kohler 
Power Systems, he is the VP/GM of Residential/Light Commercial Products. 

Bottom Left - Nixon Power Services Ron Stanley and Roger Bowman at 
the Nixon Power Services 100 Year Celebration held in October 2014. 



Above - There’s a lot of (generated) power in this picture! Attendees at 
the Nixon celebration take time to pose for the camera (left to right) 
Larry Bryce, President, Kohler Power Systems ; Jim Becher, Founder & 
Chairman, Geneva Corp; David Kohler, President & COO., Kohler, 
Co.; Phil Fowler, President, Geneva Corp; Ron Stanley, President & 
CEO Nixon Power Services Co.; Roger Bowman, Chairman Emeritus, 
Nixon Power Services Co. 


That’s right, the initial name of our trade association (from 1965 
until 1971) was the Engine Generator Set Manufacturers Associa- 
tion and the name included all of the same initials that it does today, 
plus one...E-G-S-M-A. 

Then, in 1972, the Association kept the initials (EGSMA), but 
changed the actual name to the Electrical Generating Systems Mar- 
keting Association, as our membership had expanded to include 
other categories (besides manufacturing) within on-site power. 

The second name change occurred in 1984. The year Gordon John- 
son (Kohler, Co.) became President, we dropped the M... Gordon 
made only a brief reference in the 1984 EGSA Buying Guide, “Our 
new name is the Electrical Generating Systems Association” and 
that was history! 
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•IMMEDIATE DELIVERY 
• WORLDWIDE WARRANTY 


GENSETS 

GENERATOR ENDS 


PRE-OWNED GENSETS GENERATOR ENDS 


•20 THROUGH 2500KW 

• LOW-HOUR 

• COMPLETE REBUILDS 


• NEW & PRE-OWNED 
•100 THROUGH 4000KW 

• 50 & 60 HERTZ 


We purchase surplus and pre-owned gensets and engines, too! 

Call today fora complete listing of available generators, power systems & engines from Caterpillar & other leading manufacturers. 


www.ringpower-systems.com 


INQUIRIES PLEASE CONTACT 

Lyndon.Schultz@RingPower.com 904.494.1278 

Steve.Ferlita@RingPower.com 904.494.1268 


Ring Power* 



August 11-13 
Minneapolis, MN 


October 19-22 
alt Lake City, UT 


December 7-9 
Las Vegas, NV 


July 13-16 
Atlanta, GA 


February 10-12 
Scottsdale, AZ 


June 2-4 
iharleston, SC 


April 20-23 
Austin, TX 


EGSA NEWS 


EGSA Schedules Seven George Rowley Schools 
of On-Site Power Generation in 2015 

E GSA has announced a schedule of four basic and three advanced 
George Rowley Schools of On-Site Power Generation for 2015. 
For full details and registration information, visit www.egsa.org. ■ 


» 


Basic Schools 

• February 10-12 Scottsdale, AZ 

• June 2-4 Charleston, SC 

• August 11-13 Minneapolis , MN 

• December 7-9 Las Vegas, NV* 

*To be held concurrently with Power-Gen 2015 


Advanced Schools 

• April 20-23 Austin, TX 

• July 13-16 Atlanta, GA 

• October 19-22 Salt Lake City, UT 


Enjoy a great technical article every once in awhile? 

W 'e do too! In order to satisfy your hunger for “meaty” sub- 
jects like case studies, best practices and technical ar- 
ticles, we are going to commence posting individual article pdfs 
in the archives of our EGSA website for easy download, starting 
in 2015! 

It may take awhile to get a good reading stack going, but won’t 
it be nice to: 

1. Have yet another resource for technical articles searchable 
by subject. 

2. Feel great knowing that when you contribute an article to 
Powerline Magazine that it gets more mileage than just the 
magazine subscription alone? ■ 




Power- Tronics, Inc. 

Electrical Power Con fro/ Systems 



* Universal AC Voltage Regulators 

* Static Exciters 

* Universal DC Voltage Regulators 

* Exp e rt Tech n i ca I Assista nee 

* Custom Products 

* En g i neeri ng Ass istan ce 

* Field Services 



Give us a call and find out 
how we can help you. 

830.895.4700 



www.power-tronics.com 

Manufacturing Voltage Regulating Systems for the 
International Electrical Generator Service and Repair 
Industry since 1939. 


Made in Texas 
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New! GenStart 

NFPA IIO Lv I Compliant 
replacement for Basler ® 
DGCSOO. General "6” 
Panel & more - S499 


Replacements for over 65 Onan^ 
Control P/Ns 
- Obsolete & 

Current - Save 
Hundreds on 06 pricing! 

Rebuildable "Universal" 
Voltage Regulators 
All Built in the USA - 2 Yr. Warranty! 





ATS & Generator Cont. Reman Service 

ASCO* Basler ® Cat® Generac * Onan® Kato 9 
Kohler ® Zenith * & more-. I Yr. Warranty. 
■Contact us for a Discount Price List! 


Put the 



On the Case! 


FLIGHT SYSTEMS 

207 Hempt Road. Mechanicsburg. PA 17050 
Toll-Free: 800-403-3728 Fax: 717-590-7327 
www.flightsystems.com 



CSA Certified 

EMERGENCY POWER 
CONNECTION SOLUTIONS 

F5I 5y****> ■ 73W F&wm* nr ■ Cor^Tip. f-A a?&ftG ■ wm 

fSOOfl fl2£4185* rtkH&aEfcwrerTfi 


TripleSwitch™ 

3-Way Manual Transfer Switch 
125A - 2000A and up to 600VAC 
UL/cUL 1008 Listed up to 800A 


StormSwitch™ 

Manual Transfer Switch 
1 00A - 2000A and up to 600VAC 
UL/cUL 1008 Listed 
Suitable for Use as Service Equipment 


TempTap™ 

Generator Docking Station 
200A- 1600A up to 600VAC 
UL/cUL 1008 Listed 



Load Banks Direct is a leading manufacturer of 
high-capacity load banks. We are redefining the 
load test market with an innovative line of Portable, 
Stationary, Radiator-Mounted and Trailer-Mounted 
sol utions. 


Load Banks Direct 

Budlt to Last 


S55.LBD.CalJ 


Sales@LoadBanksDirect.com 


Visit us at PowerGen 
Booth 1759 


www.LoadBanksDirect.com 


tttND PJFHXF 
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Application for Membership 

ELECTRICAL GENERATING SYSTEMS ASSOCIATION 

1650 South Dixie Highway, Suite 400, Boca Raton, FL 33432 • 561-750-5575 • FAX 561-395-8557 

E-Mail: e-mail@EGSA.org • Website: www.EGSA.org 

Under the leadership of its Board of Directors and operating through its various committees and staff ; EGSA strives to educate , provide network- 
ing opportunities and share relevant knowledge and trends with industry professionals including manufacturers , distributor/dealers , engineers , 
manufacturer representatives , contractor/integrators and others serving On-Site Power consumers. 



EGSA MEMBER CLASSIFICATION & DUES SCHEDULE (Choose appropriate membership below and enter amount in box #3 on reverse) 


FULL MEMBERSHIP 

Annual 

Dues 

Initialtion 

Fee 

TOTAL 

DUE 

□ 

MF Manufacturer Membership Any individual, sole proprietor, partnership or corporation seeking membership must apply 
for a Full Membership as a manufacturer if they meet one or more of the following criteria: 

1 . They manufacture prime movers for power generation. 

2. They manufacture generators or other power conversion devices producing electricity. 

$870 

<r ion 

$870 


3. They manufacture switchgear or electrical control devices. 

4. They manufacture or assemble generator sets, UPS systems, solar power, hydropower, geothermal, or any other power production 
or conversion system including related components or accessories for national or regional distribution. 

5. They are a wholly owned subsidiary of a firm that qualifies under rules one through four. 

J>ZUU 

□ 

DD Distributor/Dealer Membership Any individual, sole proprietor, partnership or corporation actively engaged as a distributor or 
dealer for products listed under Manufacturer Membership may apply for Full Membership as a Distributor/Dealer. If an organiza- 
tion qualifies under Manufacturer Membership, it is not qualified under this section. 




□ 

Cl Contractor/Integrator Membership Any individual, sole proprietor, partnership or corporation actively engaged as a Contrac- 
tor or Equipment Integrator of products listed under Manufacturer Membership, not bound by brand, geographic territory or con- 
tractually obligated as a Distributor/Dealer of a specific product. These firms typically purchase products from a Distributor/Dealer, 
Manufacturer or Retailer, adding value through installation, product knowledge, relationships, unique services, etc., and then re-sell 
the resulting product to an end-user. 

$310 

$+00 

$310 

□ 

MR Manufacturer's Representative Membership Any individual, sole proprietor, partnership or corporation actively engaged in 
the representation of products listed under Manufacturer Membership may apply for Full Membership as a Manufacturer's Repre- 
sentative. If an organization qualifies under Manufacturer Membership, it is not qualified under this section. 




□ 

EM Energy Management Company Membership Any individual, sole proprietor, partnership or corporation engaged in energy 
management, including Energy Service Companies (ESCOs), Independent Power Producers (IPPs), Integrators, Aggregators, and 
other similar enterprises may apply for Full Membership as an Energy Management Company. 

$210 

$+00 

$210 

ASSOCIATE MEMBERSHIP 

Annual 

Dues 

Initialtion 

Fee 

TOTAL 

DUE 

□ 

Associate Regular Membership (Select Appropriate Category Below) 

$210 

$+00 

$210 

□ 

Associate Full Membership Any individual, sole proprietor, academic institution, student, partnership or corporation meeting the 
requirements of Associate Regular Membership may apply for Full Membership at their option to enjoy the privileges of Full Member- 
ship, including the rights to vote and to serve on EGSA's Board of Directors. Initiation fees and annual dues will be assessed at 
the existing non-manufacturer Full Member rates. (Select Appropriate Category Below) 

$310 

$+00 

$310 


Associate Membership Categories - Select One 

AA Trade Publication Membership Any trade publication dealing with the electrical generating systems industry or its suppliers may apply for Associate Mem- 
bership-Trade Publications. 
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AB Trade Association Membership Any trade association made up of individual or company members sharing a common interest in the electrical generating 
systems industry may apply for Associate Membership. 


AC Engineer Membership Any consulting or specifying engineer may apply for Associate Membership-Engineer. Membership may either be held in the em- 
ployer's name or individual's name under this classification. Individuals whose employer qualify as a Full Member, as described in the Full Membership section, 
do not qualify for this category. 


AD End-User Membership Any individual employee of a company who owns or operates electrical generating equipment and/or related switchgear or compo- 
nents, whose responsibility to his employer includes planning, design, installation, supervision, or service of such equipment may apply for Associate Member- 
ship-User. Membership may either be held in the employer's name or individual's name under this classification. Individuals whose employer qualify as a Full 
Member, as described in the Full Membership section, do not qualify for this category. 


AE Service Membership Any individual, organization or academic institution that offers services such as research, testing or repair to the electrical generating 
systems industry may apply for Associate Membership-Services. Membership may either be held in the individual's name or the organization's name under 
this classification. Individual companies whose employer or parent organization qualifies as a Full Member, as described in the Full Membership section, do not 
qualify for this category. 


AG Educational Institution Membership Any postsecondary vocational-technical school or college offering on-site power generation-related instruction may 
apply for Associate Membership-Education Institution. 


□ 


AM Military Membership Any individual who is currently enlisted, or who has been discharged, or has retired from the US 
or Canadian Military may apply for membership within this category. Proof of military engagement is required by either 
current Military ID card or honorable discharge documents. 


$50 N/A 


$50 


AR Retiree Membership Any individual who retires from a member company may apply for Associate Membership-Retired. 
This classification does not apply to any individual who is employed more than 20 hours per week. 


Gomplimentary 


so 


AF Student Membership Any individual currently enrolled at an academic institution may apply for Associate Membership-Student. 


Gomplimentary 


so 



1 • Contact Information 

Company 


Address 


Citv 

State/Province 

Zip/Postal Code 

Country 

Phone 

FAX 

Official Representative 

Title 

Representative's E-Mail 

Company's Web Address 

How did you hear about EGSA? □ Web site □ Powerline magazine 

□ Colleague □ POWER-GEN □ Other 

Whv are vou joinina EGSA? □ Certification Proaram □ CEU Proaram □ Power Schools □ Buvina Guide Listina □ Other 


2 . Member Classification Please use the worksheet on page one of this application to determine your membership type. 


Full Memberships 

Q Manufacturer (MF) 

Q Distributor/Dealer (DD) 

Q Contractor/Integrator (Cl) 

Q Manufacturer's Representative (MR) 
Q Energy Management Company (EM) 


Associate Memberships 

Q Regular Associate Membership 
Q Full Associate Membership 



(Select Appropriate Catagory) 

Q Service (AE) 


—1 Trade Publication (AA) 

—1 Educational Institution (AG) 

> 

Q Trade Association (AB) 

□ Military (AM) 


LJ Engineer (AC) 

Q Retiree (AR) 


□ End User (AD) 

—1 Student (AF) 


• Membership Dues (Please fill in the appropriate TOTAL 
amount from the dues schedule on page one.) 

Membership Dues $ 

Membership Plaque (optional)** $_ 

On-Site Power Reference Book (optional)** $_ 

Florida Residents : Add 6% Sales Tax to ** items $_ 

* Shipping and handling is included for Continental US Residents. 
Non-Continental US Residents should call ECS A $_ 

Headquarters for shipping charges for ** items. TOTAL $_ 


49.95** 


137.00 ** 


4 . Payment Method (Payable in US$ drawn on U.S. bank, 
U.S. Money Order, or American Express) 

□ Check # Amount Due $ 

□ Mastercard □ Visa □ American Express 

Card # Exp. Date 

Signature: 

Print Name: 


5 • Products/Services Please describe the nature of your business (50 words or less, NOT ALL CAPS). If you are a Manufacturer's Representative or 
Distributor/Dealer, please indicate which manufacturers you represent and/or distribute for; if you are a student, please provide the name and location of your 
school, your major and your anticipated graduation date: 


Do you buy AND sell equipment? □ Yes □ No Do you manufacture packaged equipment? □ Yes □ No 


Available Codes: 

01 —Batteries/Battery Chargers 
02— Control/Annunciator Systems 

29— Education 

30— Emission Control Equipment 
04 — Enclosures, Generator Set 

05— Engines, Diesel or Gas 

06— Engines, Gas Turbine 


07 —Engine Starters/Starting Aids 
08— Filters, Lube Oil, Fuel or Air 
28— Fuel Cells 

03 Fuel Tanks and Fuel Storage 
Systems 

09 — Generator Laminations 
10— Generator Sets 
1 1 —Generators/Alternators 


Enter codes here: (Limit 10 codes per category) 

Products sold: 


Products rented: 
Products serviced: 


12 — Governors 

1 3 — Heat Recovery Systems 

14 Instruments and controls, 
including meters, gauges, relays, 
contactors, or switches 

15 — Load Banks 

1 6 — Motor Generator Sets 

1 7 — Radiator/Heat Exchangers 


1 8 — Relays, Protective or Synchronizing 22 —Trailers, Generator Set 

1 9 Silencers/Exhaust Systems/Noise 23 —Transformers 

Abatement 24— Uninterruptible Power Supplies 

20— Solenoids 25— Vibration Isolators 

21 —Switchgear and Transfer Switches 26 —Voltage Regulators 

(Automatic or Manual), Bypass Iso- 27 —Wiring Devices or Receptacles 

lation Switches, and/or Switchgear 

Panels 


6# Sponsor(s) A"Sponsor" is an EGSA Member who interested you in filling out this application. It is not mandatory that you have a sponsor for the Board to act 
favorably on this application; however, if a Member recommended that you consider membership, we request that individual's name and company name for our records. 


Sponsor Name Company Name 

7 • Official Representative's Authorization 

Signature Date 


NEW EGSA MEMBERS 


MF=Manufacturer DD=Distributor/Dealer CI=Contractor/Integrator MR=Manufacturers Rep 
EM=Energy Management Co. AA=Trade Publication AB=Trade Association AC=Engineer 
AD=End-User AE=Service AG=Educational Institution AR=Retiree AF=Student 


AAAA Generator Services DD 

Hayward, CA 

Michael Chiasson, Administrator 
Dealer for Generac, Kohler, Gillette, Multiquip of- 
fering sales and service. 

Mazda North American Operations AE 

Irvine, CA 

Tod Kaneko, Mgr. Advanced Engineering 
We are a global automotive manufacturing firm 
interested in learning about the power- generation 
market. 


State University of New York at Cobleskill 
(SUNY Cobleskill) AG 

Cobleskill, NY 

Zach Metzler, Assistant Professor 
The State University of New York at Cobleskill, 
College of Agriculture and Technology is a college 
focused on providing real life scenarios in a real 
learning environment. SUNY Cobleskill will be 
developing a course in On-Site Power Generation 
to be taught in the Spring of 2015. 


Jacob Bontrager AF 

Holt, MI 

Eugene Ludington AF 

East Lansing, MI 

Michael Rivera AF 

Williamston, MI 


Reliable Power Systems DD 

Boca Raton, FL 
Robert Biscardi, President 

Reliable Power Systems is a Generac Premier level 
dealer specializing in residential, commercial, and 
industrial turnkey generator installations. We in- 
stall, service and repair most major brands of gen- 
erators including Generac, Kohler, GE and Briggs 
and Stratton. We are fully staffed with factory 
authorized generator technicians and electricians. 


power generation issues? 


we’ve got solutions 



www.annamc.com 


Global Coverage Of The Power Generation Markets 

Industry News . . . From Kilowatts To Megawatts 



Your Choice — We Deliver Subscribe At www.dieselpub.com 
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Diesel & Gas Turbine 

Sourcing Guide 













Another in Our Series of EGSA Member Company Profiles 

KELLY GENERATOR & EQUIPMENT, INC. www.kge.com 

Kelly Generator & Equipment, Inc. (KG&E) was established 
in 1992 and is the Mid Atlantic distributor for Generac Power 
Systems. KG&E is a coordinated rapid response organization 
known for the quality of our service and the reliability of our 
generators. 

During a struggling economy, KG&E has not only celebrated 
more than 20 years as a power generator distributor, but has 
also grown steadily in a competitive market. We’ve expanded 
our territory and opened an additional branch office serving 
western Pennsylvania. We offer new unit sales, service and rent- 
als as well as parts and training. We distinguish ourselves from 
our competitors by focusing solely on power generation. This 
focus makes us uniquely qualified to provide you will all of your 
power generation needs. 


K elly Generator & Equipment, Inc. (KG&E) had humble be- 
ginnings, headquartered in a small house in rural Maryland 
with stand alone trailers that were shared by two other companies 
beginning in the late 1980s. 

The President and Founder of KG&E, John E. Kelly, Jr., got 
his start as an electrician helping his father, John and brother, 
Steve, establish and grow John E. Kelly & Sons Electrical Con- 
struction. It was during this time that John (Jr.) observed that 
the generator business was a critical support for the infrastruc- 
ture of his local communities. That is when he decided to start 
his own business devoted to on-site power. Realizing that he 
could not do this adequately as an electrical contractor, Kelly’s 
resources, from the beginning, were completely focused on pro- 



Kelly Generator & Equipment is headquartered in Owings, MD 
where they have a 28,000 square ft. facility dedicated to servicing 
and selling generators and UPS systems. KG&E also has an exten- 
sive rental fleet, ranging from 20 KW to 2 Megawatt with paralleling 
capability up to 3.5 Megawatt. 


viding on-site power solutions and support. However, he also 
never lost the love for the electrical side of things, to this day 
John maintains his Master Electrician license. 

In 1992, KG&E became a Generac Industrial Distributor. 
This allowed Kelly and his team to focus entirely on servicing 
and selling generators and UPS systems. Their electrical back- 
ground helped them to build a team that could offer total emer- 
gency power solutions, interfacing with a building’s electrical 
infrastructure. 

Fast forward to 2006 and things really started to move! 
KG&E broke ground on their 28,000 square ft. facility in Ow- 
ings, MD that year. Kelly envisioned a facility that would accom- 
modate future growth and has since transitioned some of this 
space to a dedicated in-house, state-of-the-art training facility 
where they have trained more Generac technicians than anyone 
in the Generac family. 

KG&E takes their technician training seriously and has 
placed great emphasis on keeping abreast of technology and 
safety requirements. Additional land has already been acquired 
to support the planned further growth and expansion of the 
company. These big investments have paid great dividends too. 
The firm has achieved many accolades (related to training and 
safety) during their more than 20-year history, most recently 
winning the Generac Training Award for 2 consecutive years, 
2012 and 2013. Their most-tenured technician, Todd Vaughan, 
took home the Erst prestigious EGSA Technician of the Year 
Award (TOYA) last month. 

One of their key differentiators is the training that they pro- 
vide to the professional engineering community, Generac Resi- 
dential Dealers, their own technicians, employees and end us- 
ers. Kelly’s product support and service solutions, spearheaded 
by their technicians, is why Kelly provides career long training 
for their held personnel. This allows their Techs to hx any prob- 
lems quickly and efficiently with minimal down time and to 
keep up with the latest developments in the industry. 

Solutions & Locations 

Kelly Generator & Equipment, Inc. is a state of the art emer- 
gency power solution provider. Their solutions include: Sales, 
Service, Parts, Rentals and Training. In 2012, KG&E increased 
its area of responsibility for Generac New Products Sales & Sup- 
port into the Western Pennsylvania and West Virginia territories, 
opening an office in Butler, PA just outside of Pittsburgh. 

KG&E’s rental fleet, consisting of Gensets, Automatic Transfer 
Switches, Cable, Load Banks and Power Distribution Equipment 
is large enough to support their Service customers as well as rent- 
ing to their expansive customer base. With their extensive rental 
fleet, ranging from 20 kW to 2 Megawatt with paralleling capabil- 
ity up to 3.5 Megawatt, allows them to provide temporary power 
ranging from small events up to large hospitals and data centers. 
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MEMBER PROFILE: KELLY GENERATOR & EQUIPMENT, INC 




Displaying the 1st EGSA TOYA Award proudly, the KG&E family has been a strong supporter for the 
EGSA Technician Certification Program. Todd Vaughan, a master technician employed by KG&E, was in- 
terviewed in our last issue of Powerline (Sept./Oct.) 

Providing power also means transport! KG&E has their own 
trucks and CDL drivers to deliver their rental fleet, including a 
day cab tractor to deliver up to their largest 2 megawatt unit. 

This in-house capability allows the firm to respond quickly with 
rental solutions during emergencies. Kelly’s sales team is espe- 
cially proud to represent the Generac Industrial line of genera- 
tors and transfer switches. Kelly was one of the first distributors 
to offer digital paralleling of gensets with the Generac Modu- 
lar Power Systems solution and has had much success with the 
Generac Bi-Fuel line up of gensets as well, both of which repre- 
sent leading edge technology in our industry. Much time is spent 
by the Kelly team with the electrical engineering community 
educating and assisting engineers to help them specify the very 
best product for every job. 

Kelly’s client base includes people from individual residen- 
tial users to much larger clients such as the U.S. Naval Academy, 

U.S. Patent Office, Bechtel, SAIC, General Dynamics and many 
other private and government entities. “As a preferred leader in 
the power generation industry, KG&E is dedicated to providing 
customers with service above and beyond their expectations. We 
have established a premium level of service recognized by our fel- 
low distributors and by our loyal customers. We dedicate the right 
resources in people, facilities and equipment and we train our 
employees above industry standards to provide this exceptional 
support for our products and customers,” remarks President & 

Founder, John E. Kelly, Jr., when asked what sets KG&E apart. 

The EGSA Connection 

Speaking of Presidents, John Kelly, Jr. is also an EGSA Past 
President! Since the early 1990’s Kelly has been an active mem- 
ber of EGSA, rising up the ranks by chairing the Distributor 
Dealer Council (that’s what we called it back then) from 1997 
until 2002. “I was 
there at the very first 
DD Meeting ever 
held. We were in Las 
Vegas that year, I re- 
call. Our founding 
Chair of the Commit- 
tee was Leo LeBlanc 
and I succeeded him 
as Chair a couple of 
years later,” John Kel- 


ly, Jr. recounts. He also served 
on the EGSA Board of Direc- 
tors from 2005 until 2007 and 
joined the EGSA Executive 
Board from 2008 until 2012. 

While John continues to be 
an active member of EGSA and 
also encourages 2 of his chil- 
dren who have joined the fam- 
ily business, Laura and John 
Kelly, III to be active, his lead- 
ership during his presidency 
will be remembered long after 
he has retired from his passion 
for power generation. 

John is currently the Chair of the 50th Anniversary Working 
Group, planning our historical 50th year in service to On-Site 
Power. He has also left a mark in several areas, including being 
a member of the Strategic Long Range Planning Committee (that 
has since transitioned into an Executive Committee role) and in 
the area of EGSA Technician Certification, he was a founding 
member of this important EGSA Committee. 

During John’s EGSA presidency, he publicly challenged the DD 
Community within EGSA to champion EGSA Certification with 
“The Kelly Challenge.” John reached out to EGSA Member firms 
and individuals to help further establish EGSA and the EGSA 
Technician Certification Program as an industry standard to ac- 
tively influence the writing of service contract specifications to in- 
clude the requirement to any winning company to employ EGSA 
Certified Technicians. “As more RFPs that contain the require- 
ment continue to emerge, there is a greater incentive for compa- 
nies who are serious about generator service and maintenance to 
have their techs EGSA certified,” Kelly maintains to this day. 

“A generator is not just a piece of equipment, but rather an 
investment in expertise that assures power will be there to meet 
user needs. A generator operator’s most critical purchase deci- 
sion should include the quality of after-market support behind 
the equipment,” he continues. 

Kelly Generator & Equipment, Inc.’s corporate culture and 
values have made all the difference in their growth and reputa- 
tion as a company. The firm strives to provide their customers 
with quick and professional solutions for their electrical power 
needs. KG&E operates on 3 solid principles: Ensure optimum 
quality in every product sold, professional, honest, straight-for- 
ward relationships with their customers, and superior service 
for the life of their products. ■ 
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KG&E takes their 
technician training seri- 
ously, training more 
Generac technicians 
than anyone in the 
Generac family. 
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USA Central 

Field Generator Technician 

Cat5 Resources 

Location: Nederland, TX, US 
Now hiring FT experienced generator technicians/ 
mechanics to perform routine maintenance on 
generators located across the United States. Field 
Generator Technicians will install, repair and 
perform preventative maintenance on back-up power 
systems for telecommunication companies, local 
businesses and emergency service personnel. Apply 
Now at Our Website! 

EGSA Certified Techs Preferred. 

To apply: www.cat5resources.com/cat5-careers 

USA Mid-Atlantic 


Assistant Sales Manager 

Alban CAT 

Location: Elkridge, MD 

Alban CAT is currently seeking an Assistant Sales 
Manager to Develop strategic alignments to steer 
and control the sales activities with the objective 
to achieving the sales targets for the business unit. 
The successful candiate will have a minimum of five 
years of sales expereince. Minimum of three years of 
Power Generation experience. Minimm of three years 
of management experience. Alban CAT is an Equal 
Opportunity/Affirmative Action employer. Alban 
CAT is a federal contractor. Alban CAT is a drug free 
workplace. 

To apply: For a complete description and to apply visit 
www. albancat. com 

Sales Representative-Power Systems 

Alban CAT 

Location: Elkridge, MD 

Alban CAT, the Caterpillar dealer for the mid- 
Atlantic region is accepting applications for a Sales 
Representative, Power Systems in our Elkridge 
branch. 

Alban CAT is an Equal Opportunity/Affirmative 
Action employer. Alban CAT is a federal contractor. 
Alban CAT is a drug free workplace. 

For more information and to apply: 
https://careers-albancat.icims.com/jobs/1168/sales- 
representative-power-systems/job 

EPG Field Technician Entry Level 

Alban CAT 

Location: Manassas, VA 

Alban CAT, the Caterpillar dealer for the mid-Atlantic 
region is accepting applications for an EPG Field 
Technician Entry Level in our Manassas branch. 
Alban CAT is an Equal Opportunity/Affirmative 
Action employer. Alban CAT is a federal contractor. 
Alban CAT is a drug free workplace. 

For more information and to apply: 
https: // careers- albancat. icims. com/jobs/1 1 64/epg-field- 
technician- entry -lev el/ 'job 

EPG Field Technician Entry Level 

Alban CAT 

Location: Elkridge, MD 

Alban CAT, the Caterpillar dealer for the mid-Atlantic 
region is accepting applications for a EPG Technician 
Entry Level in our Elkridge branch. Alban CAT is a 
federal contractor. Alban CAT is a drug free workplace. 

For more information and to apply: 
https:/ / careers- aTbancat. icims.com/jobsll 1 65/epg-field- 
technician- entry -level/ job Alban CAT is an Equal 
Opportunity/Affirmative Action employer. 


EGSA JOB BANK 


EGSA Job Bank Guidelines 

EGSA will advertise (free of charge) EGSA Member 
company job openings in the Job Bank. Free use 
of the Job Bank is strictly limited to companies 
advertising for positions available within their 
own firms. Companies who are not members of 
EGSA and third-party employment service firms 
who service our industry may utilize the Job Bank 
for a $300 fee. Blind box ads using the EGSA Job 
Bank address are available upon request; company 
logos may be included for an additional fee. EGSA 
reserves the right to refuse any advertisement it 
deems inappropriate to the publication. To post 
an EGSA Job Bank ad (limited to approximately 50 
words) please visit www.EGSA.org/ Careers. aspx. 


EPG Field Technician (3 year) 

Alban CAT 

Location: Elkridge, MD 

Alban CAT, the Caterpillar dealer for the mid- 
Atlantic region is accepting applications for an EPG 
Technician in Elkridge branch. Alban CAT is an 
Equal Opportunity/Affirmative Action employer. 
Alban CAT is a federal contractor. Alban CAT is a 
drug free workplace. 

For more information to apply: 
https:/ lcareers-albancat.icims.com/jobs/1157 lepg-field- 
technician-%283-year%29/job 

EPG Field Technician (3 year) 

Alban CAT 

Location: Manassas, VA 

Alban CAT, the Caterpillar dealer for the mid- 
Atlantic region is accepting applications for an EPG 
Technician to service Northern Virginia, Baltimore, 
Washington DC, and surrounding area territory. 
Alban CAT is an Equal Opportunity/Affirmative 
Action employer. Alban CAT is a federal contractor. 
Alban CAT is a drug free workplace. 

For more information and to apply: 
https://careers-albancat.icims.com/jobs/1031/epg-field- 
technician-%283-year%29/job 

EPG Field Technician (5 year) 

Alban CAT 

Location: Elkridge, MD 

Alban CAT, the Caterpillar dealer for the mid- 
Atlantic region is accepting applications for a EPG 
Technician in our Elkridge branch. Alban CAT is 
an Equal Opportunity/Affirmative Action employer. 
Alban CAT is a federal contractor. Alban CAT is a 
drug free workplace. 

For more information and to apply: 
https: // careers- albancat. icims. com/jobs/1 1 55/epg-field- 
technician-%285-year%29/job 

EPG Field Technician (5 year) 

Alban CAT 

Location: Manassas, VA 

Alban CAT, the Caterpillar dealer for the mid- 
Atlantic region is accepting applications for an EPG 
Technician service Northern Virginia, Baltimore, 
Washington DC, and surrounding area territory. 
Alban CAT is an Equal Opportunity/Affirmative 
Action employer. Alban CAT is a federal contractor. 
Alban CAT is a drug free workplace. 

For more information and to apply: 
https://careers-albancat.icims.eom/jobs/1030/epg-field- 
technician-%285-year%29/job 


USA National 


Experienced Generator Technician 

Location: Nationwide 

Are you looking to advance your career? We 
are searching for candidates with the following 
experience/personal skills: 

• 3+ years of commercial generator experience 

• Experience servicing ATS’s and Switchgear 

• Able to conduct load bank tests 

• Clean criminal/driving records 

• Own your own hand tools 

• Strong work ethic and a positive attitude 

EGSA Certibed Techs Preferred. 

To apply: email your resume to info@bemana.us or visit 
our website for more information www.bemana.us 
Application Deadline: 2014-12-01 

USA Northeast 


Sales Coordinator 

Alban CAT 

Location: Elkridge, MD 

Alban CAT, the Caterpillar dealer for the mid- 
Atlantic region is accepting applications for a 
Sales Coordinator in our Elkridge branch. The 
successful candidate will support and assist new 
equipment sales team with all related administrative 
and coordination duties. The successful candidate 
will have a minimum of five years experience in 
an administrative or sales support position. Alban 
CAT is an Equal Opportunity/Affirmative Action 
employer. Alban CAT is a federal contractor. Alban 
CAT is a drug free workplace. 

To apply: For more detailed information and to apply visit 
www. albancat. com 

Inside Generator Sales 

Cooper Electric Supply 

Location: Hauppauge, NY 

• Must have Bachelor's degree; or five years related 
experience in HVAC, Electrical construction, 
Emergency Generator, Solar, Power Generation. 

• Must have minimum four years experience with 
power equipment sales in the construction, 
engineering or electrical contractors markets 

• Prior Customer Service experience 

• Computer Skills MS Office, Adobe Acrobat, 
CRM software 

EGSA Certibed Techs Preferred. 

To apply: jeff.kloth@sonepar-us.com 

Aftermarket Sales Representative 

Cooper Electric Supply 

Location: New York City, NY 
Qualifications: High School Graduate; Bachelors 
Degree preferred. Proven track record of success 
in sales. 3+ years of industry-related experience 
in generators; Experience with Eclipse ERP highly 
preferred. Knowledge of residential & industrial 
generators preferred. Applicants are expected to have 
a basic level of mechanical aptitude. 

EGSA Certibed Techs Preferred. 

To apply: jeff.kloth@sonepar-us.com 
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Outside Sales Engineer 

Cooper Electric Supply 

Location: Philadelphia, PA 

Qualifications: High School Graduate; Bachelors 
Degree preferred. Proven track record of success 
in sales. 3+ years of industry-related experience 
in generators; Experience with Eclipse ERP highly 
preferred. Knowledge of residential & industrial 
generators preferred. Applicants are expected to have 
a basic level of mechanical aptitude. 

EGSA Certified Techs Preferred. 

To apply: jeff. kloth@sonepar-us.com 

Outside Sales Engineer 

Cooper Electric Supply 

Location: New York City, NY 
Qualifications: High School Graduate; Bachelors 
Degree preferred. Proven track record of success 
in sales. 3+ years of industry-related experience 
in generators; Experience with Eclipse ERP highly 
preferred. Knowledge of residential & industrial 
generators preferred. Applicants are expected to have 
a basic level of mechanical aptitude. 

EGSA Certified Techs Preferred. 

To apply: jeff. kloth@sonepar-us.com 

Power Systems - Class A Field Technicians 

H.O.Penn Machinery 

Location: New York Metro 

H.O. Penn has an immediate need for Power Systems 
Technicians. Advanced Electrical troubleshooting 
skills, breaker testing, paralleling generators, medium 
/ high voltage, transformers, thermal scan (IR Scan); 
Electrical Equipment (generator, ATS, Switchgear), 
AC and DC, and diesel engines; Valid driver’s license; 
Union represented position with exceptional benefits 

To apply: www.hopenn.com 
Application Deadline: 2014-12-01 

Director of Industrial Sales 

Kinsley Power Systems 

Location: East Granby, CT 

The Director of Industrial Sales is a key contributor to 
the continued growth of Kinsley Power Systems. This 
position requires the successful candidate to create & 
implement a sales plan to exceed budgeted revenue 
goals, and manage some select key/strategic accounts 
directly, and actively manage a staff of outside sales 
engineers to maximize revenue/earnings while 
embracing the Company’s core values and driving 
sales force effectiveness along with utilizing a solid 
analytics competency and CRM expertise. 

To apply: Lbarnes@kinsley-group.com 

Field Service Technicians (Diesel & Gas) 

Kinsley Power Systems 

Location: CT, NY, MA, NH, VT, ME, NJ, PA, RI 
Kinsley Power Systems is seeking experienced 
generator technicians throughout the Northeast. This 
position is responsible for completing preventive 
maintenance, repairs and service on standby power 
generation equipment. Due to the nature of the 
service business Field Service Technicians must 
reside within 25 miles of the available territory and 
have a clean driving record. 

To apply: Lbarnes@kinsley-group.com 
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Aftermarket Sales, Boston MA 

Kinsley Power Systems 

Location: CT, NY, MA, NH, VT, ME, NJ, PA, RI 
Kinsley Power Systems is seeking an Aftermarket Sales 
Manager. The position is responsible for developing, 
growing and managing the Company’s emergency 
power generator service sales business throughout 
a given geographic territory. He/she will serve as an 
ambassador to the Company’s service department 
by selling service agreements, extended warranties 
and other service products to new customers while 
maintaining and expanding relationships with 
existing customers. The sales process includes, but 
is not limited to prospecting, cold calling, probing, 
qualifying, presentation & proposal generation and 
closing Accounts. The position is a hybrid of outside 
sales, technical sales, account management and 
customer service. 

To apply: Lbarnes@kinsley-group.com 

Channel Manager, Residential/Light 

Commercial Sales 

Kinsley Power Systems 

Location: Syracuse, NY 

Kinsley Power Systems is looking for a Dealer Channel 
Manager, Residential/Light Commercial Sales. 
This position is responsible for the overall business 
relationship between Dealers & KPS by providing 
leadership, direction, and support to Dealers, KPS 
Mgmt/Sales Mgmt/Ops, Marketing to develop/grow 
dealer count and respective sales, while ensuring that 
the in-field dealer representation and execution of a 
the customer buying and ownership experience of 
Kohler generators in the assigned territory is a world 
class experience. 

To apply: Lbarnes@kinsley-group.com 

Application Engineer 

Kinsley Power Systems 

Location: East Granby, CT 

Kinsley Power Systems is looking for an Application 
Engineer. This position is responsible for providing 
engineering, sourcing and technical support to the 
sales team throughout the entire sales cycle from 
initial concept through successful completion. Where 
required, provide project management to work with 
sales staff, vendors, and customer. Manage assigned 
engineering projects in accordance with customer 
specifications and deliverables- within schedule, 
and budget limitations, coordinate with, engineers, 
contractors, and vendors. Be in regular contact with 
the engineering community to advise changes in 
codes and standards, and provide frequent updates 
on the Kohler product line. 

To apply: Lbarnes@kinsley-group.com 

Outside & Commercial Sales Manager 

Powers Guaranteed Generators 

Location: New England 

Seeking an Outside Sales Manager with experience 
and proven success leading an outside sales 
team. In addition to performing sales manager 
responsibilities, individual will be responsible for 
commercial installation sales. Electrical background 
is not required however experience in the trades 
is preferred. Base plus commission as well as 
comprehensive benefits package. 

To apply: Resume@PowersGenerator.com 


Senior Generator Technician 

Warshauer Electric Supply 

Location: Tinton Falls NJ, 07724 
Growing Central NJ Generator Distributor seeks 
a motivated individual willing to train as a Senior 
Generator Technician. Electrical experience, 
along with mechanical abilities a plus. We offer a 
competitive salary & benefits package. 

To apply: Email resumes to Jeff Musoff atjmusoff@ 
warshauer.com 

Service Manager 

Weld Power Service Company, Inc. 

Location: Auburn, MA 

Weld Power is currently seeking an Experienced 
Service Manager. Responsibilities include technician 
training, scheduling, invoicing and project 
management. The position reports to company 
service facility in Auburn, Ma. Benefits include 
competitive salary, relocation reimbursement, 
company vehicle, paid vacation, matching 401K, as 
well as health, life, and dental insurance. 

To apply: Please email resume to 
weldpowerjobs@gmail.com. 

Rental Sales Manager 

Weld Power Service Company, Inc. 

Location: Auburn, MA USA 

Weld Power is currently seeking an Experienced 
Rental Sales Manager. The position reports to 
company headquarters in Boston, Ma and is 
responsible for generator and load bank rentals in 
New England and New York. Competitive salary, 
commission, company vehicle, and a comprehensive 
benefits package including health and dental 
insurance, company matched 401k, paid vacation 
and holidays, overtime, tuition reimbursement, short 
and long-term disability and life insurance. 

To apply: Please send resume to 
weldpowerjobs@gmail.com 

USA Northeast 

Generator Field Technician 

Weld Power Service Company, Inc. 

Location: Auburn, MA 

Weld Power Service Company has an immediate 
opening for a Generator Field Technician. Candidates 
must have at least three years of experience in 
servicing industrial generator sets. Must be able to 
service, repair, troubleshoot both gaseous and diesel 
engines, as well as alternator ends and controls. 
Candidates must live or be willing to relocate to 
MA, RI, or CT. Weld Power Service Company offers 
industry competitive wages, 2 weeks paid vacation, 
401K with company matched contributions, medical 
(Blue Cross/ Blue Shield), dental, and life insurance 
coverage optional. 

To apply: Please send resume to 
weldpowerjobs@gmail. com 
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USA Northwest 

Generator Field Technician 

EC Company 

Location: Portland, OR 

The position of Generator Field Technician is located 
at our EC Power Systems Corporate office located in 
Northwest Portland. This position will be responsible 
for performing service work throughout Oregon and 
Washington. To learn more about our company and 
view the full job description please visit our website 
at: http://www.e-c-power.com/. 

To apply: Send resume and cover letter email: 
employment@e-c-co. com, fax: 503 -220-5384 

Generator Field Technician 

EC Company 

Location: Kent, WA 

The position of Generator Field Technician is located 
at our EC Power Systems branch office in Kent, 
Washington. This position will be responsible for 
performing service work throughout the state of 
Washington. To learn more about our company and 
view the full job description please visit our website 
at: http://www.e-c-power.com/. 

To apply: Fax or email resume: employment@e-c-co.com, 

503-220-5384 

Generator Field Technician 

EC Company 

Location: Salt Lake City, UT 
The position of Generator Field Technician is located 
at our EC Power Systems branch office located in 
Salt Lake City. This position will be responsible for 
performing service work throughout the Utah region. 
To learn more about our company and this position 
please visit our website at: http://www.e-c-power. 
com/. 

To apply: Please email or fax resume and cover letter: 
employment@e-c-co.com, 503-220-5384 


Generator Field Technician 

EC Company 

Location: Missoula, MT 

The position of Field Generator Technician will 
reside in central Montana (Missoula, Helena, Great 
Falls area), but will perform service work throughout 
Montana. To learn more about our company and the 
position please visit our website at: http://www.e-c- 
power.com/. 

To apply: Please email or fax resume and cover letter: 
employment@e-c-co.com, 503-220-5384 

USA Southeast 

Generator Field Service Technician 

Nixon Power Services 

Location: Nashville, TN 

Safely perform repairs and preventive maintenance 
on various makes and models of generators. Good 
customer service and communication skills. Clean 
driving record. EEO DFWP 

To apply: resumes@nixonpower.com or via website www. 
nixonpower.com 

Generator Field Service Technician 

Nixon Power Services 

Location: Charlotte, NC 

Safely perform repairs and preventative maintenance 
on various makes and models of generators. Good 
customer service and communication skills. Must 
have clean driving record. EEO DFWP 

To apply: resumes@nixonpower.com 

USA Southeast 

Generator Systems Specialist 

Nixon Power Services 

Location: Louisville, KY 

Responsible for products sales, new unit start-up, 
and pre/post-sale customer relations. Create or help 
create specifications, price quotations, etc. Update 
inside sales staff to potential and existing sales activity. 
Request and coordinate service department assistance 
as needed. Clean driving record. EEO DFWP 
To apply: resumes@nixonpower.com or via website www. 
nixonpower.com 


Sales Engineer Associates (258-773) 

Tampa Armatures Works, Inc. 

Location: Baton Rouge, LA 70801 US 
Technical Sales Engineers combine technical 
knowledge with selling skills. Ability to articulate 
technology and product both from a business 
perspective and a technical user’s perspective. 
Qualifications: Solid technical/engineering 
education, EE or ME or 3-5 Years Field Experience. 
DFWP - EEO/AA: Females/Minorities/Disabled/Vets 

To apply: http://tawinc-openhire.silkroad.com/epostings/ 
submit.cfm?fuseaction=app.dspjob&amp;jobid=258&am 
p;company_id=l 6773 &amp;jobboardid=3353 
Application Deadline: 2014-11-28 

Engine/Generator Field Technician (259-773) 

Tampa Armatures Works, Inc. 

Location: Flowood, MS 39232 
Perform repairs and services on all makes and models 
of generator sets. Inspections, repairs, services and 
start-up load bank test requirements on equipment. 
Qualifications: Minimum 3 years experience with 
diesel/natural gas engine maintenance & repair 
preferred. Valid driver’s license and good driving 
record is required. 

To apply: http://tawinc-openhire.silkroad.com/epostings/ 
submit. cfm?fuseaction=app. dspjob&amp;jobid=259&am 
p;company_id=16773&amp;jobboardid=3353 
Application Deadline: 2014-11-28 


Electric Motor Mechanic (261-773) 

Tampa Armatures Works, Inc. 

Location: Macon, GA 31204 

Read job cards to determine: job status, work 
authorizations/limitations, estimate, description of 
problems, and/or expected serviceability. Test electro- 
mechanical equipment to troubleshoot known or 
suspected problems using various methods (ac or dc). 
Disassemble electro-mechanical equipment noting 
parts identification, configuration and condition. 
Minimum of five (5) years experience. DFWP - EEO/ 
AA: Females/Minorities/Disabled/Vets 
To apply: http://tawinc-openhire.silkroad.com/epostings/ 
submit.cfm?fuseaction=app.dspjob&amp;jobid=261&am 
p;company_id=16773&amp;jobboardid=3353 
Application Deadline: 2014-11-28 



Phoenix Products 


Your Premier Manufacturer of 
Generator Enclosures and Base Tanks 


904 - 354-1858 

phoenix.sales@phoenixprods.com 

www.phoenixprods.com 


phoenix products* 

A DMilon of Piny Power Corporation 


High Velocity Hurricane Zone (HVHZ) Enclosures 

• Florida Building Code #PDM825 

• Miami Dade NOA #09-1216.04 


California OSHPD Pre-approved Day Tanks 

• 50 to 1000 Gallon Capacity OSP-0187-10 
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Outstanding 

Solutions 

Innovative information 
displays for Power-Gen 
applications. 


CAN CockpitView 

An Intelligent 
Information 
Display that 
integrates and 
prioritizes data 
from multiple 
sources. 




Centrobase 400 

Centrobase 
instrument 
clusters provide 
an affordable, 
off-the-shelf solution for 
integrated information display. 



CAN cockpit 

A flexible, 
CAN -based 


system, processing 
data from analog and digital 
sensors and displaying via a 
master / satellite instrument 


architecture. 



Viewline 

Our most 
advanced and 
versatile analog 
instruments ever for power 
generation applications. 



For more info call: 800-564-5066, 
or e-mail: salessupport-us@vdo.com 
Visit the VDO website at: 
www.vdo.com/usa 


VDO - A Trademark of the Continental Corporation 



Electrical Engineer (268-773) 

Tampa Armatures Works, Inc. 

Location: Macon, GA 31204 
Designs electrical equipment, facilities, components, 
products, & systems for commercial, industrial, 
& water/wastewater purposes. Designs & directs 
engineering personnel in fabrication of test control 
apparatus & equipment, determines methods & 
procedures, & conditions for testing products. A 
Bachelor’s degree in Engineering preferred, but will 
consider past experience and knowledge. DFWP - 
EEO/AA: Females/Minorities/Disabled/Vets 
To apply: http://tawinc-openhire.silkroad.com/epostings/ 
submit. cfm?fuseaction=app. dspjob&amp;jobid=268&am 
p;company_id=16773&amp;jobboardid=3353 
Application Deadline: 2014-11-30 

Engine/Generator Field Technician (269-773) 

Tampa Armatures Works, Inc. 

Location: Pompano Beach, FL 33069 
Perform repairs and services on generator sets. 
Inspections, repairs, services and start-up load 
bank test requirements. Troubleshooting equipment 
and servicing generator components. Minimum 3 
years experience with diesel/natural gas engine 
maintenance & repair preferred. High School 
Diploma and technical school desired. Valid driver’s 
license and good driving record. DFWP - EEO/AA: 
Females/Minorities/Disabled/Vets 
To apply: http://tawinc-openhire.silkroad.com/epostings/ 
submit.cfm?fuseaction=app.dspjob&amp;jobid=269&am 
p;company_id=l 6773 &amp;jobboardid=3353 
Application Deadline: 2014-11-30 

USA Southwest 


Generator Technician 

Arizona Generator Technology, Inc 
dba Gen-Tech 

Location: Tucson, AZ 

Come join the Gen-Tech power generation team. 
Now hiring Master and PM technicians, www. 
gentechusa.com EEO/AA MF/D/V 
520.777.3130 or 800.625.8324 

To apply: cdixon@gentechus.com 
Application Deadline: 

2014-12-31 


USA West 

Service Manager 

Colorado Stanby Generation 

Location: Colorado Springs, CO 
Small but growing generator distributor looking for a 
qualified generator technician for a service managers 
position. Located in Colorado Springs, CO. Must 
be motivated for growth and opportunities in the 
generator service industry and qualified for both 
technician and management roles. Must have at 
least 5 year experience in this field and be willing to 
relocate to Colorado Springs or Denver area. 

EGSA Certified Techs Preferred. 

To apply: Send resume to larry@coloradostandby.com 

Regional Sales Manager 

DEIF Inc. 

Location: Loveland, CO 

DEIF Inc. is currently seeking qualified applicants 
for a Regional Sales Manager position for our Marine 
& Offshore division. Candidates must be able to start 
in Northern Colorado on or before January 5, 2015. 
Please see our job description at http://www.deif. 
com/Careers/Vacant_positions/Power_-_Marine. 
aspx for more details and how to apply. 

To apply: Email Jasmin Johnson atjjn@deif.com 

Field Generator Technician 

Rocky Mountain Power Generation 

Location: Denver, CO 

Now hiring experienced generator technicians/ 
mechanics to perform PM and repair work in 
Colorado, Wyoming, and New Mexico. Customers 
include telecom, private business, and residential. 
Generac training would be a plus. Position could 
operate out of Cheyenne, WY or Denver, CO. 
Inquiries without resume will be ignored. 

To apply: Contact Nelson Walker nwalker@ 
rockymountainpower. com 
Application Deadline: 2014-12-31 


Generator Technician 


Arizona Generator Technology, Inc dba Gen-Tech 

Location: Glendale, AZ 

Come join the Gen-Tech power generation team. 
Now hiring Master and PM technicians, www. 
gentechusa.com EEO/AA 


MF/D/V 
623.937.1719 or 
800.625.8324 

EGSA Certified Techs 
Preferred. 

To apply: mhilger@gentechus. 
com; jsoyland@gentechus. com 
Application Deadline: 2014- 
12-31 



Manufacturer’s Rep Seeking Principals 

Leading Mid-South manufacturer’s rep is seeking addi- 
tional product lines. We have decades of experience in 
all aspects of the onsite power generation industry. We 
are interested in adding quality complementary manu- 
facturers to our line of superior products serving the 
industry. Our record of outstanding success can help 
you achieve your sales and market share goals. Please 
respond if you have an area where you desire additional 
sales and market share. 

Please respond to: J.Kdlough@EGSA.org 
(Reference PLMJ13JB-1) 
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GENTRACKER 

Generator Monitoring System 


By Generator Solutions, Inc. 
Thinly 

TRULY UNIVERSAL 


r 








We also buy surplus gas compressors, cylinders, engines, gas tubines 


POWER & COMPRESSION SALES MARK: 925-935-5700 powcom@comcast.net 


• Easy to install 

• No programming required 

• Automatic Monthly Activity Emailed 


• Notifications by e-mail and 
cellular text messaging 

• Internet-based 

• Remote starts 


• Fuel Level 

• Modbus connection 

• Communication options: 
Cellular, GPS, Phone, Internet 


www.Gen-Tracker.com 
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MIRATECH Appoints Srikanth 
Achanta to Vice President 
Operations Position 

MIRATECH has ap- 
pointed Srikanth Achanta 
to a Vice President Op- 
erations position. Based in 
Tulsa, Oklahoma, Achanta 
will be responsible for op- 
erations in Tulsa, Prior Lake 
and Winnipeg. 

Mr. Achanta has spent his 22 year ca- 
reer in various industries that include au- 
tomotive, oil & gas, and commercial in- 
dustries. His most recent role as a Director 
of Global Manufacturing Operations with 
TDW involved managing operations in 5 
different countries across the globe. Prior 
to TDW, he worked as a General Manager 
for Baker Hughes in Dubai. 

Achanta holds a B.S. in Mechanical En- 
gineering from India, M.S. in Industrial 
and Systems Engineering from the Uni- 
versity of Florida, and an MBA from the 
University of Houston. 

Please visit www.miratechcorp.com for 
more information. ■ 

MIRATECH Appoints Teresa 
Lovelace as Human Resources 
Director 

MIRATECH has ap- 
pointed appointed Teresa 
Lovelace as the Human 
Resources Director. With 
the recent merger of PTEs 
Silencing Division with 
MIRATECH, the expanded 
product offerings and solutions from the 
combined companies presents new hu- 
man resources opportunities and growth. 
Teresa will be responsible for aligning 
MIRATECH’s systems, policies and proce- 
dures and supporting Human Resources 
functions for the organization. 

Teresa is a certified professional in hu- 
man resources and brings 20 years plus 
experience with a generalist background 
in the human resources in manufacturing 
and aviation. 

Please visit www.miratechcorp.com for 
more information. ■ 



United Alloy Rebrands, Unveils 
New, Feature Rich Website 

United Alloy, Inc. (UAI) recently 
launched their new website, revealing 
a new global brand and image more in 
keeping with their expansive market reach 
that now covers the OEM power genera- 
tion, construction, agriculture and heavy 
equipment industries. The new site is easy 
and intuitive to navigate, feature rich, with 
simple tools for customers to quickly ex- 
plore the wide range of products, custom- 
er services and technical support UAI pro- 
vides. The site provides product technical 
details, fabrication capabilities, supply 
programs, relevant updates, employment 
opportunities and much more. 

Customers can now easily access in- 
formation on the products UAI offers and 
quickly determine exactly what important 
features, options, technical support and 
product validation services are available. 
Whether they know what they want or 
if they need more qualified information, 
customers now have a powerful resource 
where they can get the answers they need 
when they need them. 

At www.unitedalloy.com , they can effort- 
lessly upload or download information 
and instantly get pointed in the right di- 
rection to request a personalized call from 
a qualified ‘solutioneer’ or schedule an 
onsite visit. 

United Alloy, more commonly called 
UAI, has gone through exciting develop- 
ments in the past 18 months to expand 
serial production and fabrication capabili- 
ties. These developments enable UAI to 
continue to provide world-class support, 
services and products to their growing 
customer base. The 112,500-square-foot 


manufacturing and 30,000-square foot 
warehouse expansion started in July will 
create at least 35 new jobs and retain more 
than 100 existing positions. 

“We are poised to make the big step to 
a firm that can compete on a global stage,” 
noted Stephan Achs, President and Chief 
Revenue Officer of United Alloy. 

Please visit www.unitedalloy.com for 
more information. ■ 

HIMOINSA and FAMCO bring to- 
gether important engineering firms 
in UAE to offer energy solutions for 
special projects in the Middle East 

HIMOINSA through FAMCO, its dis- 
tributor in UAE, Qatar and Saudi Arabia, 
has called on major construction, telecom- 
munications and engineering companies 
operating on major projects in the Middle 
East. The UAE Ministry of Public Works 
was represented by the technicians of its 
Engineering and Projects department. 
Similarly, representatives of other major 
engineering companies such as Arab ex- 
perts engineering consultants, Engineer- 
ing Consultants Group, Emirates Trans- 
port ... attended the meeting in order to 
End out about the energy solutions posed 
by the company for special projects that 
are being developed in the region. 

Terry McGuire, Regional General Man- 
ager - Power & Industrial Products Divi- 
sion, at Al-Futtaim Auto & Machinery Co. 
LLC (FAMCO), opened the event by ex- 
plaining the business relationship between 
HIMOINSA and FAMCO, which has been 
in place for four years. 

Keith Webb, General Manager of HI- 
MOINSA Middle East, reviewed HIMOIN- 
SAs presence worldwide. A company with 
over 1,000 employees, eight production 
centres and ten commercial subsidiaries in 
Eve continents. With a production capac- 
ity of 60,000 units a year, HIMOINSA pro- 
vides the market with generator sets with 
a wide power range from 3 to 3,000 kVA. 

However, the main focus centred on 
special projects; power generation plants, 
hybrid systems, gas power generation, 
variable speed ... projects that HIMOINSA 
is working on, allowing the company to 
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The World's A Happier 
Place When The Power 
Stays On... 


*> 



(fh/s is the part where you come in) 


Good Things Happen When "You" Have The Energy And "We" Have 
The Need For Experienced Generator Service Technicians! 

Competitive Wages Vacation Benefits 401 (k) Plan 10 Paid Holidays Per Year Health Insurance Training 
Disability Insurance Annual Shoe & Tool Allowances Life Insurance Fully Paid Uniforms Clean, Modern, Safe Facilities 



Contact us today or visit our employment page at www.pennpowergroup.com! 


Penn Power Systems 
Eastern Pennsylvania: 21 5.335.501 0 
Central Pennsylvania: 610.944.0451 
Western Pennsylvania: 724.631.1260 
Western New York: 7 1 6.822.005 1 

Central New York: 315.451.3838 


Northeast Energy Systems 

86 Finnell Drive Unit 14 1 Weymouth, MA 02180 1 781.340.9640 

Western Energy Systems 

499 Nibus Street Unit B | Brea, CA 92821 1 714.529.9700 


Penn Power Group maintains a Drug Free Workplace and is an Equal Opportunity Employer. Applicants are considered for employment with regard 
to race, color, religion, sex, age, disability, national origin, sexual orientation or any other basis prohibited by law. This policy governs all aspects of 
employment including selection, job assignment, compensation, disipline, termination and access to benefits and training. 







offer comprehensive solutions to its cus- 
tomers. 

Jean Luc Rolland, Senior Project Man- 
ager at HIMOINSA Middle East, and 
Massimo Brotto, Business Development 
Manager at HIMOINSA Headquarters, re- 
sponded to questions from the audience 
regarding how the ideal generator set is 
chosen for each project, the size, power, 
settings, as well as the necessary adjust- 
ments to ensure maximum performance 
in each environmental situation. 

Companies like Fujairah Rock and Ag- 
gregate, Metito, AF Engineering, A1 Ha- 
mad Group Sharjah, A1 lttihad Electro Me- 
chanical, DU, Thermo LLC, A1 Mansoori 
Production Services, CCC, Clarke Sama- 
dhin Associates, Petrofac, MARS Equip- 
ment Co., Raj Stones, Airtech A/C system, 
FNCT, among others, which attended 
the event, operate on projects in extreme 
environments, and as such demand high 
quality generator sets, which are resistant 
to high temperatures and climates with 
high levels of humidity. 

“With these kinds of events we can 
bring our solutions to the market. HI- 
MOINSA offers not only generator sets, 
but comprehensive solutions. We have a 
technical team of engineers working ex- 
clusively on Tower Solution’, designing 
Plug & Play systems, turnkey projects, 
Medium Voltage projects...”, added Guill- 
ermo Elum, Director of Sales & Marketing 
at HIMOINSA. 

Please visit himoinsa.com for more in- 
formation. ■ 


INDUSTRY NEWS 



ESL’s fundraising efforts raised a grand total 
of $12,865 for JDRF! 


ESL Family of Companies Walks 
for Juvenile Diabetes Research 
Foundation 

Once again, ESL Family of Companies 
joined forces with JDRF (Juvenile Diabe- 
tes Research Foundation) in order to raise 
funds for much needed Type 1 Diabetes 
research. Sunday, November 9th, ESLs 
employees, along with friends and fami- 
lies, met at Angel Stadium in Anaheim, 
CA, to celebrate their collective fundrais- 
ing efforts from the previous Eve weeks. 
During the month of October, and into 
early November, families and businesses 
from the Southern California region 
generated awareness and contributions 
through various fundraising efforts. The 
result of their hard work totaled around 
$600,000 in donations that will support 
JDRF in their search for a cure. 

ESL Family of Companies carried out 
a bake sale, and a nacho day, along with 
other raffles and contests. One popular 
event was the carnival-inspired “pie to 
the face” day, where unlucky members of 
management found themselves as targets 



ESL managers became pie targets to 
raise money for JDRF. 

while employees threw whipped cream 
pies! Every pie sold benehtted JDRF. This 
event raised $123 in just 15 minutes! 

The highest grossing fundraiser was 
called “Vote For Your Victim,” where ESL 
employees were given the opportunity to 
vote, in the form of dollars, for three of 
their colleagues to dress up in embarrass- 
ing costumes on Halloween. Ultimately, 
the voting resulted in $746 and a lot of 
laughter from the Team. 

ESL also reached out to their business 
partners, vendors, neighbors and friends 
for support, and were inspired and hum- 
bled by the generous outpouring of dona- 
tions throughout the month. Many com- 
panies donated, and took time to send 
a kind note to the ESL Team, cheering 
them on for raising money for this wor- 
thy cause. All in all, a grand total raised of 
$12,865 was raised. 

The 5k walk was the grand finale, and 
families joined together to celebrate their 
efforts and support their loved ones that 
are currently living with Type 1 . All par- 
ticipants were treated to live music, held 
access and had the opportunity to enjoy 
fantastic refreshments after the walk. 

For more information visit eslpwr.com. m 
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Innovation. Intuition. And control at your fingertips. 


ASCO’s new Series 300 Group “G” Microprocessor Controller 
Sophisticated functionality for dependable operation. 

Following in the footsteps of ASCO’s revolutionary 300 ATS, the new 
Group “G” controller offers even more features with intuitive screen 
navigation for easy operation. 

• New 1 28x64 graphical LCD display 

• Available for open or delayed transition transfer 

• Remote monitoring and control enabled 

• Expanded voltage/current monitoring capability 

Best of all, the new Series 300 Group “G” is covered by ASGO’s life cycle 
technology, support and service. 

www.EmersonNetworkPower.com/ASCO • (800) 800-ASGO • ascoapu.com 


ASCO Power Switching & Controls 

Just another reason why Emerson Network Power is a global leader in 
maximizing availability, capacity and efficiency of critical infrastructure. 
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EMERSON. CONSIDER IT SOLVED. 












